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STRENGTH 


Assets increased $18,018,000 
—a more substantial gain than 
in any previous year of our 
history. Surplus increased 
$875,000, bringing additions 
to surplus in the last four years 
to nearly $3,000,000. 


SELECTION 


When the mortality rate con- 
tinues to be low, it signifies 
sound underwriting in both the 
home office and the field. Last 
year was the 5th consecutive 
year with mortality under 50% 
of the expected. 


GROWTH. 


New life insurance sold amounted 
to $50,689,000 —a gain of 
14%. Over 21 millions were 
added to the total insurance in 
force. Since 1931, this total has 
grown from 636 millions to 711 


millions. 


SERVICE . 


A low lapse rate indicates satis- 
fied policyholders and compe- 
tent service in the field. Last 
year all terminations (except 
deaths and maturities) were only 
3.3% which is the lowest lapse 
ratio in our history. 
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NEW YORK LIFE INSURANCE COMPANY 


97" Annual Statement to its Policyholders 


The year 1942 finds this country in 
the throes of a war economy. All of 
the country’s resources, all of its man 
power must be devoted primarily to 
the winning of the war if we are to 
preserve our institutions, our freedom, 
our independence. How does this 


obligation, which rests upon every . 


one of us, affect a life insurance com- 
pany and the responsibilities of man- 
agement? 


A year ago we said in our annual 
report: “The management of a life 
insurance company has a primary re- 
sponsibility to its policyholders to 
invest the funds of the company and 
to conduct its affairs so that the com- 
pany will be able promptly to meet 
all its contractual obligations to 
policyholders and beneficiaries when 
they fall due.” And we added: “‘The 
discharge of that responsibility car- 
ries with it a great opportunity for 
service to the public at large.” 


War, particularly so devastating 
and extensive a war as the present 
one, does not lessen in the slightest 
either this responsibility to protect 
the policyholders or the opportunity 
for service. On the contrary, because 
of the uncertainties and hazards— 
economic, social and individual— 


W 
x 


which are inevitably incident to such 
a war, these responsibilities and these 
opportunities are greater, not less. 


The Company has lived through 
four wars in which the United States 
was involved—the Mexican War, the 
War Between the States, the Spanish- 
American War and the First World 
War. During each of these conflicts 
the Company continued to grow in 
usefulness and service, both to the 
policyholders and to the country. It 
safeguarded its assets, it met its obli- 
gations, and at the same time, when 
needed, it aided in the financing of 
those wars. We must do no less today. 


Early in December, following the 
declaration of war, the Directors of 
the Company considered the Com- 
pany’s course of action in the light 
of war conditions. The course then 
determined was, we believe, a con- 
servative one. The reserves against 
the Company’s contractual obliga- 
tions were further strengthened, its 
real estate and mortgage loan assets 
were reappraised on a strict basis, and 
the funds held for general contingen- 
cies were substantially increased. As 
a result, a smaller amount of divisi- 
ble surplus was available for the pay- 
ment of dividends for the year 1942. 


STATEMENT OF CONDITION 


December 31, 1941 


This action has added materially 
to the fundamental strength of the 
Company and to the long-range pro- 
tection of the policyholders them- 
selves. This is important now that 
our country is engaged in a war which 
carries with it inevitable economic 
strains and future adjustments. 


The Statement of Condition of 
the Company which accompanies 
this report continues to reflect great 
strength. 

The year 1942 is a year for action, 
not words. In these circumstances 
this report is made as brief as possible. 


A more complete report as of 
December 31, 1941, containing addi- 
tional statistical and other informa- 
tion of interest about the Company, 
will be sent upon request. A list of 
the bonds and the guaranteed and 
preferred stocks owned by the Com- 
pany is also available. These booklets 
may be obtained by writing to the 
New York Life Insurance Company, 
51 Madison Avenue, New York, N. Y. 


buy President 


ASSETS 


Cash on hand or in banks......... 
Bonds: 
United States Gov- 
ernment, direct 


$82,498,832.50 


LIABILITIES 


Reserve for Insurance and Annuity 
MCONEPACES As i. ceecesira sees as $2,407,683, 152.00 


Present value of amounts not yet due 


or fully guaran- on Supplementary Contracts...... 187,483,779.16 
: teed. ......... $887,761,424.30 Policy Claims in process of settlement, 
TT and 950.425,999.93 ) 1,966,475,996.01 or incurred but not yet reported. . . 10,831,350.90 
I cers 30,425,293.235  ) i ia att 
em ests 286,393,685.45 Dividends left with the Company... 130,310,435.99 
ublic Utility... . 359,479,018.79 ‘ ¢ 
ew lit and Premiums, Interest and Rents paid 
(ee 94,844, 117.27 IMBGVANCE.«...s.cAeevclsisc scsaicess 13,625,731.88 
os Raps eevee Kiennergai Ses Reserved for other Insurance Liabili- 
Stocks, preferred and guaranteed . . . geen Das icon erent 5,584,893.45 
First Mortgages on Real Estate... . 416,284,810.77 


Policy Loans and Premium Notes. . 285,694,325.87 


Real Estate: 





Dividends payable during 1942...... 30,583,660.00 


Reserve for fluctuations of Foreign 








Home Office..... $14, 192,000.00 MENACE R  oor secs hei la beseloraresde 3,500,000.00 
Other Properties. 78,726,884.92 } caciuaiinne Miscell ; Liabiliti salmaaa 
Sitened nein Ridibeneenl 27,859,040.64 iscellaneous Liabilities........... 9,726,525.78 
Premiums not yet received but used ‘Lotal Gin bilities sc :.<6rs:6 06's" $2,799, 329,529.16 

in the computation of policy re- 
RWB So) coseialn whe aere sib ew sie ap to e's $1,748,518.50 Surplus Funds held for general 
[RIRENB ic soa fe oah ie aaa s 295,629.84 contingencies.......eecees a 187,939, 202.89 
$2,987, 268,732.05 $2,987, 268,732.05 





Of the Securities listed in the above statement, Securities 
valued at $44,350,359.18 are deposited with Government 
or State authorities as required by law. 





*This reserve is held chiefly against the difference be- 
tween Canadian currency Assets and Liabilities which 
are carried at par. 


The New York Life Insurance Company has always been a mutual company. It started business on April 12, 1845 
and is incorporated under the laws of the State of New York. The Statement of Condition shown above is 
an accordance with the Annual Statement filed with the Superintendent of Insurance of the State of New York. 
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Sales Tax, Strict 
Wage, Food-Price 
Control Held Vital 


Linton Warns Income 
Levy Boosts Insufficient 
to Block Inflation 


NEW YORK—Because so much of 
the estimated 20 billion dollar “inflation- 
ary wedge” of extra purchasing power is 
concentrated in the lower income groups 
which are little affected by income tax 
boosts, a general sales tax is a vital ne- 
cessity in heading off inflation, M. A. 
Linton, president of Provident Mutual 
Life, declared at the New York City Life 
Underwriters Association’s annual sales 
congress. However, because a sales tax 


would intensify the cry for increased 
wages it would have to be accompanied 
by a firm control of wage levels and food 
prices or the anti-inflationary effect of 
the sales tax would be nullified, he 
warned. 

After sketching the basis of inflation— 
a greatly increased number of dollars in 
the public’s hands being used to bid 
ever-higher prices for a war-curtailed 
cutput of civilian goods—Mr. Linton 
said that there have been a lot of guesses 
as to what the national income will be 
but it is probably fair to assume that for 
the year beginning July 1, 1942, it will be 
about $105 billions. Local and federal 
taxes will absorb about $35 billion leav- 
ing $70 billion available to spend on 
civilian goods and services. But sup- 
pose that curtailment of production 
makes it possible to produce only the 
equivalent of $50 billion of goods. This 
approximately $20 billion constitutes an 
inflationary wedge which has explosive 
possibilities. 
Traces Income Distribution 


Mr. Linton quoted from the analysis 
put out by the Compton advertising 
agency as to the distribution of the pop- 
ulation according to annual income, the 
average income in each income bracket 
and the aggregate purchasing power of 
each income level. These figures indi- 
cated that the purchasing power is enor- 
mously greater below the $3,000 a year 
income level than above it and this is the 
group upon which income taxes have 
comparatively little effect. The weakness 
of the income tax changes suggested by 
the Treasury is that they would hit a rel- 
atively few people very hard but would 
do nothing to hold the purchasing power 
of the lower income levels in line. He said 
that it is politics rather than sound eco- 
nomics that leads to proposals of that 
kind. 

Mr. Linton also vigorously denounced 
proposals to use an increase in social 
security taxes as a subterfuge for raising 
taxes needed for the war effort. He said 
he was very glad to learn that Chairman 
Doughton of the House ways and means 
committee had announced that social se- 


Name A. W. Perkins 
of Pan-American 


Me. Commissioner 
PORTLAND, ME.—Governor Sum- 


ner Sewall Friday posted the name of 


Alfred W. Perkins as insurance com- 
missioner of Maine. Under the law 
this becomes effective at the end of 


seven days if confirmed by the council. 

Mr. Perkins is at present assistant 
actuary of Pan-American Life of New 
Orleans; is 32 years old, married, has 
two children; a native of Maine and a 
graduate of the University of Maine. 
Prior to going to New Orleans he was 
employed in the actuarial department of 
Aetna Life. He expects to take up his 
duties about May 1. 

The office became vacant by reason of 
the death of Pearce J. Francis. 





curity tax changes would not be consid- 
ered along with present tax proposals. 
Mr. Linton warned of the seriousness of 
raising social security taxes by another 
$2 billion on the pretense that this in- 
crease was needed to take care of pro- 
posed additional benefits in the way of 
disability, accident and health coverage, 
hospitalization, and payment for loss of 
wages during illness. Actually these 
benefits would be merely a sugar coating 
for the tax increase. 


Lauds Defense Bonds 


Praising defense bonds, Mr. Linton 
said that they are much less painful than 
taxes and in addition make provision for 
one’s future. Ownership of defense 
bonds will help when people are out of 
jobs after the war. Furthermore, in 
contrast to Liberty bonds, defense bonds 
have a guaranteed redemption value at 
any time, whereas some people lost as 
much as 15 percent of principal when 
they had to cash in their Liberty bonds. 
The purchase of life insurance, he said, 
has very much the same effect as buying 
defense bonds and as time goes on “we 
must not be afraid to tell the public 
that.” <A large part of life insurance pre- 
miums goes into defense bonds and this 
will be even greater in the future. These 
premiums not only go toward death pro- 
tection but will build up cash values 
which will be an anchor to windward as 
was the case in 1932. 

In its handling of the wage level and 
food price problem the United States 
faces a major test of democratic gov- 
ernment, Mr. Linton warned. If political 
power is used to foster selfish ends and 
brings about the inflationary spiral that 
ends in chaos there would follow a de- 
mand for dictatorship to bring order out 
of this chaos. Hence there is danger 
that in fighting an external totalitarian 
enemy we may, through selfishness, 
greed and lack of moral fibre, lose the 
fight against totalitarianism from the in- 
side. 


Pacific Mutual Service Flag 

LOS ANGELES—A 58-starred serv- 
ice flag, presented on behalf of the men 
of Pacific Mutual Life who are with the 
armed forces, was raised over the com- 
pany’s building. A group of the women 
from various departments made the 
presentation in the office of A. N. 
Kemp, president. 


Launch Campaign 


for B. J. Stumm 
as N.A.L.U. Trustee 


_ A movement has now been launched 
in the interest of bringing about the 
election of Bern- 
ard J. Stumm of 
Aurora, Iil., as 
trustee of the Na- 
tional Association 
of Life Underwrit- 
ers at the annual 
meeting in August. 
The opening gun 
in the campaign 
consisted of the 
adoption of a reso- 
lution last Friday 
by the Aurora Association of Life Un- 
derwriters putting Mr. Stumm forward 
for nomination as a trustee. 

_Mr. Stumm is general agent of 
Northwestern Mutual Life and he has 
an impressive record in organization 
work. He served as president of the 
Illinois Association of Life Underwrit- 
ers in 1939-1940. He was one of the 
organizers of the Aurora association, 
was its first president and served for 
two years and he has been its national 
committeeman from the beginning. He 
has become well known nationally as 
he has been attending the N.A.L.U. an- 
nual and mid-year meetings. 

Mr. Stumm has been in the business 
25 years, all of that time with North- 
western Mutual Life. For the past 11 
years he has been general agent and his 
agency is the fourth in size of North- 
western. He is a past president of the 
District Agents Association of North- 
western Mutual and also of the 
General Agents Association. He is im- 
mediate past president of the Associa- 
tion of Agents of Northwestern Mutual. 

Announcement will be made within 
the next week or two of the selection 
of a campaign chairman for Mr. 
Stumm. 


Future Expense of 


Annuities a Problem 
NEW YORK—A problem which the 


New York department is considering is 
the extent to which life companies are 
setting aside adequate reserves for fu- 
ture expenses on single premium annui- 
ties. The situation arises particularly 
where a small company takes on a large 
volume of single premium annuity busi- 
ness with a view to fattening surplus. 

Since mortality is constantly improv- 
ing and interest rates are getting no 
higher, each successive mortality ex- 
perience study indicates the need of 
higher annuity reserves. This has caused 
a number of companies to add to their 
annuity reserves an amount designed to 
take care not only of changed mortal- 
ity but of the future expense of han- 
dling annuity business, since there is no 
margin in. either interest or mortality 
out of which the company can hope to 
pay expenses. Where the volume of 
single premium annuity business is 
large in proportion to a company’s 
other business, the expense of handling 
annuity records, disbursement checks, 
correspondence and the like may amount 
to quite a substantial item. 





B. J. Stumm 


February Sales 
Up 10.5 Percent: 
Ordinary Up 15.8 


Production Drops to More 
Accustomed Levels After 
Big Peak 


Life insurance sales in February were 
in more accustomed proportions, follow- 
ing the abnormal peaks of December and 
January. The February sales were $650,- 
649,000, an increase of 10.5 percent over 
February, 1941, Life Presidents Associa- 
tion reports. 

New ordinary amounted to $473,926,- 
000, increase 15.8 percent; 
$126,492,000, a decrease of 7.2 percent, 
and group amounted to $50,231,000, an 
increase of 16.1 percent. 

For the first two months the total new 
sales were $1,606,002,000, an increase of 
38.3 percent. The ordinary sales for the 
two months totaled $1,260,383,000, in- 
crease 53.7 percent; industrial $246,312,- 
000, decrease 6.3 percent, and group $99,- 
307,000, increase 26.8 percent. 


industrial 





Gain in Insurance 
in Force Exceeds 
7 Billion 


Total insurance in force continued to 
climb during the past year. Adding 
machine totals of 296 companies report- 
ing to date show $133,229,635,540 in 
force as of Dec. 31, 1941. This is a 
gain of over 7 billion which is approxi- 
mately the gain of 1940 and 1939 taken 
together. 

Ordinary life (excluding group) went 
up from $88,347,023,622 to $94,197,129,- 
518, thus gaining close to 6 billion dol- 
lars. Group insurance registered a gain 
of 104 million, there being $16,367,871,- 
864 in force at the end of the year. 

Industrial, amounting to $22,603,614,- 
158, shows a gain of $922,813,012 over 
the comparable figure in 1940 of $21,- 
680,801,146. 

The first 25 companies ranked accord- 
ing to size have 75.8 percent of the 
ordinary in force, 88.5 percent of the 
group, 84.1 percent of the industrial but 
only 78.8 percent of the total insurance 
in force. 

Adding the next 25 companies to the 
first 25 increases these percentages to 
87.5 percent of the ordinary, 95 percent 
of the group, 88 percent of the indus- 
trial and 88.5 percent of all the insur- 
ance in force. 

The largest 75 companies have ex- 
actly the same percentage of the ordi- 
nary and total insurance in force, viz., 
92.4 percent. The same companies, how- 
ever, have 97.4 percent of all the group 
business but only 89.4 percent of the 
industrial. 








Good and Bad Sides of Trying } 


Pension Trusts Are Told 


Selling pension trusts and other em- 
ploves plans involving life insurance 
and annuities can be a_ heartbreaking, 
costly business unless it is approached 
in the right way, with a very thorough 
understanding of its many tricky angles, 
A. J.’ Ostheimer, III, agent Northwest- 
ern Mutual Life in Philadelphia, told 
the Chicago Association of Life Under- 
writers ata luncheon meeting this week. 

This is a simple business in which to 
go broke or “nuts,” he said. The agent 
who tries this should not invest more 
in it than he can afford to lose. He 

cited cases in which he is directly out 
of leet expenditures of as much as 
$4,000 and said, “I’m not sure if the 
business pays more than a regular life 
insurance business in view of its many 
risks, headaches and substantial invest- 
ments required. It is a business mainly 
for advanced underwriters.” 

Decries “Overnight Experts” 

Mr. Ostheimer noted an apparent 
disposition of many general agents and 
managers who are on the defensive due 
to individual] policyholders being ab- 
sorbed under these group plans, to at- 
tempt to push their better men into this 
kind of work and to make experts of 
them over night. 

Continuing to paint the black side of 
the picture, he said confusion exists in 
the home offices, many of which are not 
quite sure from day to day what con- 
tracts they will have av ailable for these 
plans, nor what will be their under- 
writing limitations. “One seriously ques- 
tions whether most of the companies are 
interested in this kind of business,” he 
said. 

He noted that recently in approaching 
one large company to secure approval 
of a certain 3% percent contract for an 
employe trust plan, he was told the com- 
pany would not write it on such a basis. 
He asked if the company would write 
it at 3 percent and was told no; 2% 
percent and the answer was still no. 
Then he inquired whether the company 
would write at 2 percent or 1% per- 
cent and was refused. Finally in des- 
peration he inquired if the company 
would issue such a contract with no in- 
terest guarantee, but only an_ under- 
standing that an interest rate 1 percent 
less than the net rate earned for the 
year would be paid. Again he was told 
no. “I cannot understand such an atti- 
tude,” Mr. Ostheimer said. 


Confusion in Washington 


“Another great source of confusion in 
placing these pension trust plans in ef- 
fect is a conflicting attitude experienced 
in Washington. The statutes on the 
subject are not too clear.” One of the 
best attorneys in the country on this 
subject, Mr. Ostheimer said, recently 
stated he did not understand section 
23-B of the revenue act which applies, 
and a banker stated section 165 was at 
least ambiguous. 

“I’m not sure that the curve of con- 
fusion will flatten out,’ he commented. 
“Tt may get worse. 

“There isn’t anything positive in that 
business. Don’t say anything positive, 
and especially don’t tell untruths or half 
truths.” 

On the brighter side, he said, these 
plans are filling a fundamental need of 
employers and employes and the ground 
is scarcely scratched. Less than 1 per- 
cent of all industries and business con- 
cerns in the country have formal em- 
ploye pension plans, and it is estimated 
less than 2 percent have any such plans 
whatsoever. There is a potential mar- 
ket of about 40,000,000 workers. 


Stresses Protection Factor 


“Then too, it may be good for us to 
get into this business not only to make 
an income but also to protect ourselves,” 
he commented. “Other life insurance 
men are working on these employe pen- 
sion plans and are taking away many 
individual policyholders from other 


agents. Not only agents but most of 
the companies are much concerned in 
their agency departments about this 
trend. It takes away the cream of their 
prospects and leaves all the other agents 
on the defensive, 

“This is a growth due primarily to an 
elementary change in the psychology of 
the nation. We are now thinking of 
employes as organisms and not merely 
as machines. Few persons are able to 
provide the living expenses for them- 
selves and their families and also to 
pay the cost of a pension for their old 
age. The tax situation also has made it 
easier and less exepnsive for employers 
to be generous to their employes.” He 
cited a recent case in which 45 percent 
of the concern’s net income was used to 
buy single premium annuities for past 
service. 


Conflict of Sentiment 


“We have a combination of change 
in thought and radically changing tax 
picture,” he continued. “Most of us 
will agree the objectives of these em- 
ployes plans are sound. The govern- 
ment favors these plans but it dislikes 
abuses and wants revenue, so there is 
some conflicting thought in Washing- 
ton.” 

Mr. Ostheimer said he did not believe 
agents could prospect for this business. 
It involves a great deal of “politics.” 
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The agent has to rm his status with 
the prospect concern very accurately or 
he may take a beating. Thus Mr. 
Ostheimer never makes any of the ex- 
tremely complicated calculations or de- 
tailed proposals until he is sure of his 
ground and that no one else can edge 
him out of the deal. 

“T don’t think there is an easy case 
in this field,’ he said. “We need ex- 
perience in this field to get along. 


Gives Advice to Producers 


“Try to find out and know currently 
what the life companies think and will 
do about this business, the contracts 
which they have available. Also tax de- 
velopments. Appraise from the common 
sense angle. Present your story hon- 
estly, frankly, and fairly. Tell the man 
what you think will happen. Try to 
sell on the merits of the plan and not 
on taxes. If such a plan is sold only 
for taxation we don’t like it. The plan 
has to be sound when times get bad. 
Appraise the market to minimize waste 
time.” 

He noted a case in which 13 different 
salesmen presented 13 different pro- 
posals but not one had asked the pros- 
pect what he wanted to accomplish. 

Mr. Ostheimer performed the involved 
calculations for Dr. C. E. Albright of 
Northwestern Mutual and served as con- 
sultant to him in closing the great 
Chrysler Motor Company pension trust 
case not long ago. His personal pro- 
duction last year was $14,000,000. He 
is on the Million Dollar Round Table 
executive committee and is one of 
the top men in the pension trust field. 





Rehabilitation of Many 
Heart Patients Possible 





Cooperation of insurance companies 
writing life disability, accident and 
health and compensation insurance with 
the medical profession in work rehabili- 
tation of those suffering from various 
types of heart disease was strongly 
urged by Dr. Walter S. Priest at a 
meeting of the Chicago Claim Associ- 


ation. Dr. Priest, Chicago practitioner, 
is a member of the faculty of North- 
western University, special consultant 


of the Mutual Life of New York medi- 
cal staff, and a widely recognized au- 
thority on heart diseases. 

Dr. Priest believes that if insurance 
companies would cooperate to the ex- 
tent of giving such claimants assurance 
that their payments would not be jeop- 
ardized by attempts at getting back into 
some sort of productive effort it would 
in the long run save the companies 
thousands of dollars. The fear of in- 
sured is that his attempt at rehabilita- 


tion would prejudice payment under 
his policy if the attempt failed. Now 


seems to be an excellent time for com- 
panies to take hold of an idea of this 
kind because the war has placed a pre- 
mium on productive effort. 


Overestimate Effect of Heart Disease 


Not infrequently more optimism on 
the part of the attending physician in 
heart cases would help toward rehabili- 
tation, Dr. Priest stated. There is a 
general tendency to overestimate the 
effect of heart disease, probably because 
of the publicity given it as one of the 
chief modern causes of death. 

While the actual number of deaths 
due to cardiovascular disease has in- 
creased tremendously among those over 
age 45, actually, if the crude death 
rate is ‘adjusted to take into considera- 


tion the increased number of people 
alive after age 45 there has been an 


actual decrease in the death rate from 
this cause since 1911. Since 1900 the 
number of people alive in the United 
States over 45 has increased 100 per- 
cent, while the number under 45 has 
increased only 60 percent. 

Since the discovery of insulin deaths 
from diabetes have declined; with the 


use of sulfonamide drugs, pneumonia 
deaths have decreased; deaths of can- 
cer have been reducetl by early opera- 
tions, and of course there has been a 
great decrease in infant mortality. Dr. 
Priest pointed out if a person over 45 
doesn’t die of accident or of rare dis- 
ease, there is not much left for him to 
die of except some cardiovascular-renal 
disease. 


Some Rehabilitation Possible 


In the principal types of heart dis- 
ease as they concern insurance there is 
a high percentage of rehabilitation salv- 
age possible, he said. 

This is particularly true in valvular 
diseases, which occur mostly in young 
people. The resultant heart failure tends 
to repeat itself more and more as time 
goes on until total disability is reached. 
Industry and_ business have no_provi- 
sion to take care of such persons, which 
increases the difficulty of companies 
writing disability. Industry and_ busi- 
ness are afraid to or won’t employ them 
and they are thrown back on the in- 
surance company. Yet. rehabilitation 
could be accomplished in many cases. 

Marshall Field & Co. of Chicago has 
done a fine piece of work along this 


line at the instigation of the Chicago 
Heart Association. The company now 
has 18 persons with heart disease 
employed in various “selected” jobs in 
its store. Their employment record is 
better than average. They have an 
unusual desire to make good. 


Such persons need jobs that do not 
put an undue strain on the heart. 
Under such conditions they can go on 
for years in productive employment. It 
not only relieves the insurance carriers 
but makes the persons themselves much 
happier and gives them a much more 
normal life. 


Insurance and Hypertension 


Dr. Priest wondered why the large 
insurance companies could not get be- 
hind an idea of this sort and interest 
industry and business in cooperating. 

Hypertension is, for the most part, a 
chronic cardiovascular disease, he said. 


ieee Story by 
Cotlow Well Received 








LEWIS N. 


NEW YORK—“Passport to Adven- 


COTLOW 


ture,” by Lewis N. Cotlow, one of the 
leading producers of the Simon agency 
of Massachusetts Mutual Life in New 
York City, has been receiving enthusi- 
astic reviews as one of the most read- 
able travel books put out in recent years. 
For eight or nine months out of the year 
Mr. Cotlow is a hard working insurance 
agent but the rest of the time he spends 
following his bent for travel and adven- 
ture in out of the way spots. His trips 
have ranged from Labrador to Equa- 
torial Africa and from Tokio to the 
Andes. 

The book is the well-illustrated story 
of his adventures from the days just 
after he was mustered out of the army 
following the last war and became the 
youngest supercargo in the newly formed 
American merchant marine to his last 
trip before the present war, when he 
visited the upper Amazon country and 
hobnobbed with the little- known Indians 
there. On one trip, arriving in to the 
Congo just after the Belgian govern- 
ment had decreed that no guns could be 
brought into the territory Mr. Cotlow 
refused to abandon his plan to travel 
through the gorilla country and became 
the first white man to make that trip 
completely unarmed. Then he traveled, 
still unarmed, through Tanganyika and 
Kenya and got such excellent lion pic- 
tures that they were bought by “Life.” 
On the way back he tried to visit Fran- 
co’s Spain during the civil war and was 
erroneously arrested as a Loyalist spy. 
The book is published by Bobbs-Merrill 
at $3. 50, 


in the majority of cases it is compatible 
with moderate activity, but there are 
some who are totally disabled because 
they are unable to go up against the 
nervous tension of their jobs, even 
though they may be physically active 
working at a hobby in their homes. 
In estimating the degree of disability 
of a person with hypertension, this 
factor must be taken into account. The 
patient may be active yet may honestly 
be unable to work. Consequently there 
is a reasonable ground for difference of 
finding between the insurance investi- 
gator’s and the doctor’s reports. 
Hypertensive people have a tendency 
toward fainting, and accidents occurring 
to such persons usually produce argu- 
ments. The question of course always 
is, did he faint and fall, or slip and 
fall? Each individual case must be de- 
cided on its merits, Dr. Priest said, and 
a thorough investigation made of the 
facts. The issue is constantly coming 
up in connection with accidents, double 
indemnity, and compensation insurance. 
(CONTINUED ON PAGE 2) 








XUM 





XUM 


March 20, 1942 








Life Advertisers 
Program Announced 


Eastern Round Table 
Will Have Two Days 
Meeting Next Week 


The agenda for the two-day eastern 
round table of the Life Advertisers As- 
sociation, at the Pennsylvania Hotel, 
New York, March 26-27, is announced. 

The program will present a panel of 
notable speakers, and, with the slogan 
“Life Insurance Advertising Girds for 
War” as the general theme the meeting 
promises to be most interesting: 

Thursday, March 26, luncheon, A. Scott 
Anderson, president L. A. A., presiding. 

Afternoon session, presiding, H. A. 
Richmond, Metropolitan Life. 

“The Place of Advertising in Life In- 
surance,’ Nelson A. White, advertising 
manager Provident Mutual Life. 

“How the Advertising Department Can 
Help the Agent,” A. E. N. Gray, assistant 
secretary, Prudential. 

“Direct Mail Selling Strategy in Time 
of War,” Henry Hoke, editor “The Re- 
porter of Direct Mail Selling,” New York. 

“Problems Facing the Life Insurance 
Advertiser Today,” Leslie Gould, financial 
editor New York Journal-American.” 

Harry Foster Welch, the original 
“Popeye,” will entertain at breakfast 
Friday morning. 

Friday morning, presiding, 
Tibbott, New England Mutual. 

Round table discussions. 

“Insurance and War,” Margaret Div- 
ver, assistant advertising manager John 
Hancock Mutual. 

“What to Stress in Advertising to the 


David W. 


War Time Buyer,” E. Paul Huttinger, 
second vice-president Penn Mutual Life. 
“How War Restrictions and Regula- 
tions Affect Advertising,’ George H. 
Kelley, publication division New York 
Life. 
“Prospecting and Sales Promotion to 


Meet Today’s Needs,” Earl R. Trangmar, 
Metropolitan Life. 

Friday luncheon, 
ing Under War 


“Effective Advertis- 
Conditions,” H. W. 


Roden, president Harold H. Clapp, Ine., 


Jersey City. 


Insurers Win 
Dividend Tax 


Issue in lowa 


DES MOINES—The Iowa supreme 
court has handed down a decision hold- 
ing that dividends in participating life 
insurance policies used to purchase ad- 
dition or paid-up insurance are not sub- 
ject to the 2% percent premium tax. 
The case was brought by Prudential 
against the state tax commission. 

The court reversed the Polk county 
court that had dismissed the suit. Pru- 
dential had paid taxes amounting to 
$25,000 in 1939 and 1940 under protest, 
claiming it was a double tax. Some 
dozen other companies have filed pro- 
tests in paying over $65,000 similar 
taxes. 





Michigan Department Broadcasts 

LANSING, MICH.— The Michigan 
department has launched a series of edu- 
cational radio broadcasts over station 
WKAR, Michigan ‘State College, East 
Lansing. 

Commissioner Berry inaugurated the 
programs with an explanatory talk out- 
lining the organization and functions of 
the department and Seth Burwell, head 
of the life division, on the second pro- 
gram gave some highlights of life insur- 
ance protection. 





Wood Fetes Cincinnati Aces 

CINCINNATI—A. B. Wood, presi- 
dent of Sun Life, visited the Milton M. 
Gatch agency Monday and presided at 
a luncheon in honor of the agency’s 
large producers including R. H. Kotte, 
Louis Lent, E. H. Ott and H. W. 
Marishen. 


LIFE INSURANCE EDITION 


3 








New Ford Group 
Cover Perfected 


Employe Pays $2.90 
Monthly Under John 
Hancock-Union Plan 


John Hancock Mutual Life and Ford 
Local 212, United Automobile Workers 
(CIO) have come to final terms on group 
insurance for the union members to take 
the place of the Travelers group con- 
tract that was canceled by Ford. The 
Travelers coverage went off Feb. 28, and 
a temporary plan was arranged by the 
union with John Hancock to operate 
during March, pending consummation of 
a permanent scheme. In the meantime, 
the Travelers group contract has been 
reinstated for those Ford employes in 
salaried and supervising positions and 
not eligible to union membership, num- 
bering about 12,000. 

The permanent agreement with John 
Hancock covers all Ford employes in 
every plant where 75 percent of the 
membership covered by any one U. A. 
W. local elect to subscribe. 

For $2.90 a month an employe gets 
$1,500 death benefit, $15 weekly accident 
and sickness benefit, $5 a day hospitali- 
zation and surgical benefits up to $150. 
3y paying an additional $2.10 the em- 
ploye may get hospital and surgical ex- 
pense benefits for his dependents. 

The Ford premium with Travelers is 
believed to have run about $3,000,000 a 
year. 





A “Ddlackout dance” will be sponsored 
by the home office employes of Franklin 
Life, April 18, the proceeds to be do- 
nated to war relief. About 100 navy 
men have been invited. About one-third 
of the home office women registered for 
a Red Cross first aid class. 


Shoul and Hoffmann Are 
Mutual Life Leaders 





Jacob W. Shoul of Mutual Life of 
New York at Boston led the company’s 
4,484 agents in 1941 in volume for the 
eighth time. Paul Hoffmann, district 





J. W. Shoul Paul Hoffmann 


manager in Harrisburg, Pa., for the 
second consecutive year was leader in 
number of lives insured. 

Mr. Shoul has been first or second every 
year since 1929. He has been a member 
of the Million Dollar Round Table since 
it was founded and has never sold less 
than $1,000,000 a year since 1925. 

Mr. Hoffmann’s record for 1941 is the 
best of any Mutual Life agent in more 
than 10 years. He joined Mutual Life 
in 1924. 

Mr. Shoul was born in Lithuania 47 
years ago, coming to the United States 
when 12. He had no schooling in Eu- 
rope and attended high school in this 
country for two months, then went to 
work to support his mother. He studied 
evenings and took a _ correspondence 
course in salesmanship. He joined Mu- 
tual Life in Boston in 1916. He has ap- 
peared on the monthly lists of leading 
producers 223 times and in 24 of 26 
years has qualified for the National 
Field Club. He is a member of the 
company’s advisory committee of agents. 








ment. 


in for the protection. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





FIRST CLASS RISK 


“Applicant is light for his height, but habits are perfect, 
and I think him a first class risk.” 
medical examination papers back in 1877, when the applicant 
insured for $1,000 of Ordinary Life, at age 31. 

The medical selection proved perfect, for now in 1942 the 
insured, having reached the age of 96, has “gone off the 
mortality table,” and the $1,000 has been paid as an endow- 


Not only is this “first class risk” still living, but, un- 
usually enough, so are three of the four original beneficiaries, 
—his wife and two daughters. The fourth, a son, had died. 

During the 65 years of his life insurance protection, the 
insured paid every premium promptly, and never borrowed a 
cent on his policy. ‘He pursued the even tenor of his way,” 
and apparently met no financial emergencies. 

The total of the gross premiums he paid during the 65 
years of life insurance protection came to $1,534. The divi- 
dends returned to him totaled $682.50, so that his total net 
premiums amounted to $851.50 over that long period of time. 

The company protected his family with $1,000 of life in- 
surance throughout 65 years, and then paid him and his 
beneficiaries, in equal shares, $148.50 more than he had paid 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


So wrote the doctor on the 


JOHN A. STEVENSON 
President 

















Sales Conqress ond 
State Rally Plans 


Illinois and Chicago 
Associations to Get 
Together April 17-18 


Programs for the annual meeting of 
the Illinois Association of Life Under- 
writers in Chicago, April 17, and the all- 
day sales congress of the Chicago asso- 
ciation to be held April 18, in conjunc- 
tion with the state meeting, were an- 
nounced this week. 

One of the outstading features of the 
congress will be the appearance of the 
famous Quiz Kids of the radio. A ses- 
sion sponsored by the Life Agency 
Managers of Chicago will be held in the 
afternoon April 17 at which there will 
be three noted speakers. These will be 
H. A. H. Baker, vice-president and 
superintendent of agencies Great-West 
Life, on “Experiences of Canada in War 
Times;” Kenneth R. Conrey, general 
agent agent Penn Mutual Life, Pitts- 
burgh, on “Present Day Recruiting,” 


and Judd C. Benson, general agent 
home office agency of Union Central 
Life, Cincinnati, on “War Morale.” 
McKeough and Hiller Preside 

A. E. McKeough, Occidental Life, 


Chicago, state president, will preside at 
the state meeting and W. N. Hiller, 
Penn Mutual, president Chicago associa- 
tion, at the congress, assisted by George 
Huth, general agent Provident Mutual, 
and E. W. Hughes, general agent Mas- 
sachusetts Mutual, as co-chairmen of ar- 
rangements, 

J. H. Brennan, general agent Fidelity 
Mutual, is arrangement chairman for the 
state meeting. He is president of the 
Life Agency Managers. E. M. Schwemm, 
manager Great-West, is in charge of the 
Friday afternoon program. The Life 
Agency Managers will be hosts at a 
fellowship hour preceding dinner Fri- 
day. 

In the sales congress Friday, five suc- 
cessful agents will give their best sales 
ideas. These are Harry E. Gidel, Mu- 
tual Life of New York, Decatur; Ralph 
Jacobsen, Oppeinheim agency of Metro- 
politan, Chicago; Helen M. Zepp, Reno 
agency Equitable Society, Chicago; J. S. 
Ferebee, Woody agency, Equitable So- 
ciety, Chicago, and James Hack, New 
York Life, Peoria. Paul F. Clark, vice- 
president John Hancock Mutual, will 
wind up the morning session of the con- 
gress with an address. 


Quiz Kids to Perform 


In the afternoon the Quiz Kids will 
perform. They will be followed by talks 
by Vernon E. Vining, merchandising 
manager of Proctor Electric Company, 
Philadelphia, and Carroll C. Day, Okla- 
noe City general agent of Pacific Mu- 
tual. 

Another speaker will be Professor 
Russell C, Tomlinson, head of the speech 
department, Lake Forest College, Lake 
Forest, Ill. The congress morning ses- 
sion will open with a demonstration by 
a drum and bugle corps as last year. 
Although this year’s congress will cost 
more to stage, the admission charge has 
been set at only $1. 


Members of Committees 


The Chicago committee in charge of 
the congress in addition to Co-chairmen 
Hughes and Huth, is D. K. Alford, 
Prudential; G. H. Gruendel, New Eng- 
land Mutual; F. E. Harrold, Mutual 
Benefit; W. M. Houze, Jr., John Han- 
cock; Gerald Oppenheim, Metropolitan; 
Aubrey Peters, New York Life; R. R. 
Reno, Equitable Society; E. S. Rappa- 
port, Pacific Mutual; J. M. Royer, Penn 
Mutual, and A. J. Zern, Northwestern 
National. The state committee includes 
Elden Geiger, Decatur; Tom Graham, 
Danville; A. F. Moore, Ottawa; C. R. 
Schuneman, Sterling, and K. H. Sulli- 
van, Quincy. 
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Second in ‘Barron’s’ 
Series Lauds Term 


But “Expert Advice” 
Held Essential to Get 
the Best Policy 


NEW YORK—Term insurance is 
praised with few reservations in the 
second article in the series of 12 which 
Bernard W. Levmore, New York City 
jusurance consultant, has written for 
“Barron’s,” financial weekly, on “Hid- 
den Values in Your Life Insurance.” 
Just how much Mr. Levmore’s apparent 
pro-term bias amounts to can best be 
judged after reading the next article, 
which will treat all the other forms of 
policies. But the fact that Mr. Lev- 
more states that there are only two 
basic forms of policies—term and_ all 
others—and that he devotes an entire 
article to term insurance and only one 
to all the other forms speaks for itself. 

In the latter part of his term insur- 
ance article Mr. Levmore, the author, 
gets in what should turn out to be a 
good plug for Mr. Levmore, the insur- 
ance consultant. He warns that “as in 
most life insurance problems, expert 
advice is necessary to get the best con- 
tracts at the lowest cost.” 

At another point it is indicated that 
the man who wants to buy term insur- 
ance should by all means get expert ad- 
vice: “Theoretically, the renewal and 
conversion privileges add to the cost of 
term insurance. But in practice, by 
comparing premium charges among 
various companies, buyers can obtain 
these. privileges—and others—at a total 
cost well below what the careless buyer 
might pay for policies without these 
valuable features.” 


“Extreme Care” Needed 


Though he never concedes that a 
good agent might be the best person 
from whom to get this “expert advice,” 
he does state that information as to net 
costs can be obtained “by applying to 
several companies or their agents.” 
Mowever, in the next sentence he warns 
that “term policies sold by the many 
life companies are less standardized 
than almost any other form of life in- 
surance contracts, so that extreme care 
should be utilized in purchasing.” 

In the light of the heartbreaking ex- 
periences. with term insurance with 
which life insurance people are familiar, 
Mr. Levmore seems to skim rather 
lightly over the very serious flaw of 
term insurance, namely, that contrary 
to the insured’s assumption when he 
bought it, his needs may be great and 
his income small at the time when his 
policy expires. While conceding that 
“the chief objections to term insurance 
are that it is temporary and the buyer 
may not be insurable or may not be 
in a position to pay the higher rates at 
an advanced age,” Mr. Levmore quali- 
fies this by stating it is true some 
term policies are practically as bad as 
the most extreme critics make out but 
that, “other term contracts can be made 
a part of a program which will contain 
nearly all the features claimed for other 
forms of life contracts.” Further on he 
says, “a man may want at the same 
time a separate retirement program to 
take care of his saving needs.” This 
sounds like the well known and prac- 
tically fallacious theory of buying term 
insurance and building up a separate in- 
vestment program on the outside. 





March Is “Sweeney Month” 


March is “Sweeney Month” with 
State Life of Indiana producers, honor- 
ing President Robert E. Sweeney. For 
18 consecutive years March has been 
so designated. In the aggregate these 
18 March “Sweeney Months” have 
showed a business production exceed- 
ing $63,000,000, at the rate of $42,000,000 
a year. Half of them were in depres- 
sion years. 


New Assistant Actuary 
of the Mutual Life 


C. F. B. Richardson has been ap- 
pointed assistant actuary of the Mu- 
tual Life of New 
York. For the past 
three years he has 
been manager of 
the insurance de- 
partment of the 
Union Central Life. 
Mr. Richardson was 
born in England in 
1907 and was edu- 
cated in Scotland. 
He received his 
early actuarial train- 
ing with the Scot- 
tish Life in Edin- 
burgh. In 1931 he C. F. B. Richardson 
joined the Confed- 
eration Life in Toronto in its acturial 
department. From 1934 to 1937, he 
served the Confederation in England, as 
actuary for Great Britain. He resigned 
in 1938 to become associated with Union 
Central Life in its home office. 


State of Cal. Is 
Fined Because of 


Caminetti’s Action 


LOS ANGELES— Superior Judge 
Palmer has issued a writ compelling 
Commissioner Caminetti to issue a li- 
cense to Imperial Mutual Life and at 
the same time imposed a fine of $7,500 
on the state of California as damages 
due the company for the period during 
which Caminetti, acting as conservator 
under an order of Superior Judge 
Schmidt, had control of its affairs. 

Caminetti entered an appeal and, pend- 
ing decision on the appeal, complied with 
the writ and issued the license. 

Judge Palmer, in an order made Feb. 
3, following a full hearing, ordered the 
commissioner to return the assets, prop- 
erties and business of the company back 
to the old officers, Judge Palmer then 
held that the commissioner had acted not 
in good faith, and not with a view of 
helping the company, but with a view of 
destroying it. 

Imperial Mutual is one of the Chapter 
9 companies that Caminetti seized last 
year. This is the only time during all 
the litigation that the courts have failed 
to sustain the insurance commissioner. 

Officers in charge of Imperial Mutual 
include Reynold E. Blight, president; 
Mark A, Pierce, vice-president; Joseph 
B. Doan, treasurer; Arnold M. Cannan, 
secretary, and Dr. Clarence W. Pierce, 
director. 

Caminetti raised the objection that the 
management was practically identical 
with that of Pierce Brothers Mortuaries. 
The court held, however, that this was 
a source of strength to the insurance 
company. 

Principal business of the company is 
the issuance of “funeral service policies.” 
There are approximately 10,000 policy- 
holders. 

Judge Palmer declared that Caminetti 
“acted arbitrarily” and “did not proceed 
in the exercise of judgment applied to a 
full and fair consideration of the facts.” 
The court, however, did absolve Cami- 
netti from “ulterior personal interest or 
dishonesty of purpose.” Judge Palmer de- 
clared that Caminetti “pursued a stub- 
born determination to destroy Imperial 
Mutual or to take from its management 
the business which it had built up 
through a course of years.” 











Vetter with Provident, N. D. 

Lester H. Vetter, for several years 
secretary and actuary of Midland Life, 
Kansas City, and recently assistant ac- 
tuary of Kansas City Life, has been 
appointed actuary of Provident Life, 
Bismarck, N. D. He will assume his 
new duties May 1. 

Mr. Vetter succeeds H. B. Beach, 
who is retiring. 












He paid his 


THIS IS HOW. Total renewal premiums paid by 
Canada Life policyholders last year on all policies 
and annuities amounted to $23,229,466.00. 


In the United States, the Canada Life pur- 
chased more than $7,000,000.00 of new 


United States government bonds. 


In Canada, the Canada Life purchased during 
1941 over $12,000,000.00 of Canadian 


government war bonds. 


In the British Isles, the Canada Life subscribed 


$5,200,000.00 to British war loans. 


In total, the Canada Life purchased during 
1941—and_ still holds—$24,200,000.00 of 
government bonds, an amount which would 
pay for more than 120,000 machine guns. 


Thus, the company’s investment in govern- 
ment war and defense bonds during the year 
was greater than its entire renewal premium 


income. 





The Canada Life 


ASSURANCE COMPANY 


Established 1847 


Head Office: Toronto, Canada 
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42 











March 20, 1942 


New Jersey New 
Business and 
“In Force” Figures 


‘ 


O.: ordinary; G.: group, and I.: indus- 








trial. 
Issued 

Rev.and In force 

Inc. in ’41 Dec. 31, ’41 
Acacia Mutual .-$ 2,825,286 $21,242,540 
POUR. o.8esscevees O. 5,113,818 67,265,875 
OURO occa c as trees G. 24,755,114 79,212,803 
Baltimore ....... Gh 488,500 2,160,177 
Baltimore oo 56s ces I. 1,522,653 6,137,919 
Banwers, (a. ...26. 340,804 4,658,226 
Bankers Natl..... O. 2,992,125 14,380,986 
Bankers Natl.....G. 9,000 64,100 
BOrRSRiTG vc ccccsee 95,212 9,223,944 
COMOMIAL 6.6.60 «00s oO. 3,640 13,564,253 
COMOMEAD isc6 nc0 es a. 2,548 3,163,004 
COREE oe mcd os wes I. 5,272,701 25,852,968 
Columbian Natl...O. 2,213,743 11,769,196 
Columbian Natl..G. 10,978 94,280 
Columbian Natl...k. | sseces 1,066 
Conn. Genl. ....+ O. 4,873,386 45,220,430 
Connt Genl....... G. 2,100,538 6,899,575 
Connecticut Mut. .. 4,469,426 51,970,927 
Connecticut Amer.. 1,956,150 10,809,552 
Contl. ASsur.....< O. 2,393,669 7,380,233 
Contl.. Assur... <.. qe; 54,000 477,500 
CRO  sasac eck cues 76,974 38,487 
ARUGEE  oinné-6.010 10 ain 9,000 253,858 
Equitable Soc....O. 12,405,580 184,698,253 
Equitable Soc....G. 33,660,070 116,672,657 
Ce eer 1,090,667 10,027,587 
Eureka-Md....... O. 304,640 1,436,638 
Eureka-Md. ..... G. 4,974 14,647 
Expressmen’s Mut.. 74,026 686,227 
Farmers & Traders 355,243 2,494,304 


Federal Life & Cas. 


Fidelity Mutual.... 1,079,491 
(0 SRR ee irre 856,760 
GUAPGIAN s.cccass O. 2,573,6 
GURPaiah ..0 secs ee 





Home, Ni ¥ écsiccess 3,34 

John Hancock....O. 21,295,666 

John Hancock....G. 39,115,586 40,569,341 
John Hancock..... I. 14,862,806 108,793,420 
Lincoln Natl......O. 4,254,150 22,123,131 
Lincoln Natl...... Ga. 331,500 454,824 
Loyal Protective... 4,500 25,800 
Manhattan ........ 3,027,134 7,238,742 
Manufacturers ..... 2,054,174 3,606,075 
Mass. Mutual....... 8,727,677 81,648,165 
Mass. Protective... 123,978 1,296,159 
Metropolitan ....O. 78,749,607 838,820,645 
Metropolitan .....G. 69,520,764 208,280,660 
Metropolitan ..... I. 53,667,492 546,319,342 
Midland Mut.....«<. 482,501 

WEONSEGR “ec bse «os '0 216,800 

Mut. Benefit ...... 11,309,743 

Wawtval, Ns Bes cwns 

Mutual Trust... ... 


Natione). Viicwssscs 
New England Mut.. 
New York Life..... 
North Amer. Life.. 
Northwestern Mut.. 
Northwestern Natl.. 
Pacific Mutual...... 
Paul Revere....... 
Penn Mutual....... 
Philadelphia Life.O. § 
Philadelphia Life.G. 
Phoenix Mut....... 








Provident Mut...... 8,794,9o° 
Prudential 2... 6. O. 95,644,944 § 
Prudential ...... G. 40,004,373 
Prudential ..c.... I. 66,652,766 
Security Mut....... 732,282 
State Mutual....... 2,398,057 


Sun Life, Can....O. 4,607,700 
Sun Life, Can.... 





Travelers .....-- & .¥ 

TVAVGICTS ccc0ces G. 68,567,946 
Union Central... 3,772,129 
Union Labor...... ©, 285,504 
Union Labor...... G. 232,600 
Union Mutual...... 2,073,524 
United Benefit...... 2,494,302 
United Li. & Awcccs- 50,000 
United States....... 799,101 
Washington Natl..O. 699,664 
Washington Natl..G. 48,701 
Washington Natl..I. 5,109,258 


Holgar Johnson Urges 
“Civilian Offensive” 


WASHINGTON—A concerted “civil- 
ian offensive” against the Axis was urged 
by Holgar J. Johnson, president Insti- 
tute of Life Insurance, in an address at 
a meeting of the American Society of 
Chartered Life Underwriters. 

“While Washington is the nerve-cen- 
ter of the war effort, we must not expect 
Washington alone to win the war, for 
this is a job for everyone in the nation, 
he said. 

“From the grim lessons of other coun- 
tries, we now know that reliance on de- 
fensive measures in this war is a snare 
and delusion, and the American public is 
today almost unanimous in urging an of- 
fensive against the Axis. But it is a mis- 
take to assume that our armed forces 
alone can successfully undertake an of- 
fensive on the scale required unless they 
are supported by a ‘civilian offensive’ on 
the home front. 

“An individual who is only doing his 
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normal job in the usual way is merely 
waging the equivalent of a ‘defensive 
war’ against the enemy. But if he or she 
adds a ‘plus for patriotism’ putting forth 
extra effort or performing additional 
service—then he as an individual is tak- 
ing the offensive against the ‘Brutalitar- 
lans.’ ” 

Calling on life insurance men to set an 
example to their communities and to the 
nation, Mr. Johnson declared that al- 
though a large share of the funds col- 
lected through life companies goes into 
government bonds to help finance the 
war, although national morale is being 
strengthened by the increase in family 


FS 


Remember when the appearance of this luxury 


buggy was the talk of the town? 


That was just about the time the Columbus 
Mutual Life Insurance Company was founded. 
And for all we know this particular beauty may 
have been the “Pride and Joy” of one of Colum- 
bus Mutual's first policyholders. Because its pur- 
chasers were among our first clientele . . . peo- 
ple who bought only the best of that day. 


security through life insurance, although 
many insurance men have gone into the 
armed forces, although insurance agents 
are selling defense bonds directly at a 
rate of more than $50,000,000 a month, 
there is still room for a great deal more 
to be done. 

“The concept of ‘business as usual,’ 
‘politics as usual,’ ‘working as usual,’ and 
even ‘living as usual’ must be blacked 
out for the duration—we must be willing 
to make sacrifices and put forth extraor- 
linary efforts—add a ‘plus for patriotism’ 
to everything we are doing—if we are to 
safeguard the destiny of the American 
people.” 





And the same is true of the Columbus Mutual 
Life Insurance he now owns. The surplus or 
safety back of his policy has a parallel history. 
It has increased each and every year since 
the company’s beginning. A surplus accumu- 
lation that has been uninterrupted! This is an 
enviable record that has inspired confidence 
on the part of both salesmen and prospects. 
It is also the mark of sound management. 


But imagine, if you can, this same policyholder 


still being satisfied with nothing more in drivng 
qualties than this old car offered. Instead, he is 
today enjoying the fruits of progress ... achieve- 
ments in automotive designing that underwrite 
driving confidence. The smart limousine he now 
owns embodies the accumulated improvements 
made every year since the automobile was first tice; unusually appealing, easy-to-sell 
conceived. To safely battle five o'clock traffic or 
modern speed demons, he is afforded safety 


OTHER PERFORMANCE TESTS TAKEN FROM THE PROVING GROUND 


Columbus Mutual 
As substantiated 


Though the country has encountered many trying times during the past 34 years, 
has continually forged ahead in many ways other than accumulating a surplus. 
by Best's Life Insurance Reports it has always shown a high renewal percentage; better than aver- 
age dividend payments; low declinations; exceptional rate of interest earned; consistent increase 
in insurance in force. When you couple all of these records of progress with Columbus Mutual's 
unique GOLDEN RULE CONTRACT you can readily see why it has proven such a profitable and 
enjoyable connection for many life insurance men throughout the country. We shall welcome an 

opportunity to get acquainted by sending you copies of our sales plans, annual statement and 


“Golden Rule” Contract. 


Because everyone knows 


administrative direction. 


ADDRESS: D. E. BALL, PRESIDENT 












es 









qualities that have been bettered annually. 


surplus increase denotes a consistent growth 
that is only possible through a favorable 
mortality and good’ earnings . . . both of 
which are today the result of intelligent 
underwriting; alert, cooperative agency prac- 


insurance-investment plans; and aggressive 


5 


Gets Issue Direct 


Northwestern Mutual Life, making 
the first direct bid for securities in its 
history, was awarded the entire issue of 
$3,850,000 first mortgage, 25 year sink- 
ing fund bond issue of Louisville Trans- 
mission Corporation. Northwestern won 
out over a syndicate of Louisville bro- 
kers with a bid of par. The coupon is 
$31.25. The money will be used for 
transmission lines connecting Louisville 
G. & E. Co. with TVA power circuits. 








that a regular 


The COLUMBUS MUTUAL. 
E INSURANCE COMPANY. 


— Columbus, Ohio 
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HOME LIF EF S NEW MAN AGERS 








PAUL A. HAZARD, JR. 


As part of its 1942 expansion plans for 
the Chicago metropolitan area, Home 
Life announces the appointment of two 
new branch managers. They are Paul 
A. Hazard, Jr., and George C. Driesbach. 
Two more similar appointments are con- 
templated within the next nine months. 

The offices which Messrs. Hazard and 
Driesbach will head were formerly un- 
der the direction of James F. Ramsey, 
resigned, who goes with the Parsons 
agency of Mutual Benefit Life in Chi- 
cago. 

Mr. Hazard will be branch manager of 
the office at 2009 One La Salle Street 
building, Chicago. Mr. Driesbach will 
head the office at 308 Forest City Bank 
building, Rockford, III. 

Mr. Hazard has been in business since 





G. C. DRIESBACH 


1934, and with Home Life since 1938. 
He has been a successful personal pro- 
ducer, consistently achieving member- 
ship in the President’s Club, ranking 
sales organization, while at the same 
time, assuming supervisory duties. He 
was appointed home office agency field 
assistant last September, assisting in the 
recruiting, training and direction of field 
men. 

Mr. Driesbach entered life insurance 
with Home Life in 1935, and has been a 
consistent member of the President’s 
Club. In February he was the leading 
producer for the month and for the year 
to date. He began his career in the per- 
sonnel department of a rubber company, 
resigning in 1922 to begin administrative 
and executive work in the Boy Scout 
movement. He continued in this activ- 
ity until entering life insurance. 
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New York Life Gives Course 
for New and Old Agents 


MINNEAPOLIS—An educational 
course for both old and new agents is 
now being given in the northwest by 
New York Life with G. Cameron Hurst 
as instructor in charge. He recently 
completed a six months training course 
at the home office under Vice-president 
Griffin M. Lovelace and in his new 
work in this territory will work under 
Mr. Lovelace. 

Mr. Hurst now is conducting two 
schools in Minneapolis and one in St. 
Paul and eventually will go out into the 
field to conduct similar classes in the 
smaller cities of Minnesota, Wisconsin, 
upper Michigan, North Dakota and part 
of Canada. In the meantime he is serv- 
ing these agents by a correspondence 
course. Altogether between 400 and 
500 agents in this territory will be 
served. 

At the end of three months an exam- 
ination will be given. New agents who 
do not pass this examination will be 
dropped. The initial course includes 
such subjects as_ policy contracts, 
programming and sales presentation. 
Later an advanced course will be given. 
R, E. Peters, inspector of agencies, 
Minneapolis, will designate the cities in 
which schools will be conducted by Mr. 
Hurst. 

Mr. Hurst has been with New York 
Life four years, most of that time in the 
Minneapolis office. He has frequently 
appeared before groups of students and 
business men and also has addressed 
numerous meetings of life underwriters. 
He is a graduate of Westminster col- 
lege, Fulton, Mo. 





Wis. Union Deal with Prudential 


MILWAUKEE — Under a contract 
signed by officials of Prudential and the 
International Union of Life Insurance 
Agents, Wisconsin agents of the com- 
pany will receive a 4 percent salary in- 
crease, bargaining rights, grievance 
hearings and liberalization of paid va- 
cation allowances. Announcement was 


Legal View of Aviation 
Risk Exclusions Given 


Perhaps the insurance companies are 
responsible to some extent for the state 
of flux in judicial opinions bearing on 
aeronautic risk exclusions under life and 
accident policies because of the unfor- 
tunate language which has been em- 
ployed in such exclusion clauses, George 
F. Killinger, Chicago attorney, said at 
a meeting of the Chicago Life Lawyers 
Club. 

In recent years the insurers have 
made considerable improvement in the 
clauses, he said, by making their lan- 
guage more explicit. This has not been 
necessarily because the judicial construc- 
tion of the old clauses was helpful, but 
rather because of a complete change of 
phraseology to make more explicit the 
expressions of intention. 

He pointed out that in 1909 the word 
“aviation” did not appear in the Ox- 
ford dictionary, and that meanings with- 
in the industry have been altered by de- 
velopments He suggested that experi- 
ence figures on aviation operation indi- 
cate that perhaps the insurance com- 
panies are overemphasizing the aeronau- 
tic risk. 





Aid Canadian War Effort 


Life companies operating in Canada 
subscribed more than $135,000,000 to 
Canada’s second victory loan, bringing 
the grand total now subscribed to 
nearly $300,000,000, G. W. Bourke, 
president Canadian Life Insurance Offi- 
cers Association, reports. Canadian, 

3ritish and United States companies in 
Canada as a group have been the larg- 
est subscriber to each of Canada’s war 
loans. Their war loan investments ex- 
ceed the increase in their assets in 
Canada since the war began. 








made here by William Harper, general 
vice-president of the independent union, 
following negotiations with the home 
office of Prudential. 
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Pennsylvania 194] Business Revested sini, Siti,” ean 
Prov. Indemnity..I. 166,211 
Prog. Quak. C...I. , 393,191 


Pennsylvania ordinary written totaled 
$218,152,560 in 1941, bringing the total 
ordinary in force to $7,270,894,453. 
Group business written totaled $20,494,- 
499 while group insurance in force to- 
taled $1,835,242,539. Industrial new 
business amounted to $93,263,926 with 
$2,668,700,212 in force. Written busi- 
ness for all classes totaled $331,910,985, 
in force, $11,774,837,204. 

Pennsylvania written business and in 
force figures for the following compa- 


nies are ordinary, unless indicated by 
“G” for group and “I” for industrial. 
Where other than ordinary is written 
ordinary is indicated “Oe” 


Written In Force 


Acacia Mutual.....$ 774,701 $ 26,342,691 
Aetna Life...... O. 5,078,968 154,267,767 
Actna Life..<.... G. 2,233,121 229,830,253 
American Natl.. 35,976 988,210 
Amer . Standard. “0. 24,637 1,083,482 
Amer. Standard.. 43,566 2,115,435 
American ane. . 303,804 11,256,931 


47,354 Ley tt: 
688,000 


Atlantic Lite...... 
Baltimore Life..O 


Baltimore Life...I. 2,049,541 539, 164 
Bankers Life, Ia.O. 1,374,968 35° 787,134 
Bankers Life, la.G. 537 335,000 
Bankers Life, Neb. 218,946 8,369,590 
Bankers Natl...... 395,905 15,741,392 
Berkshire Life.... 894,094 29,783,603 
Business Men’s..O. 15,307 1,020,328 
3usiness Men’s..G. ‘ onease 


Canada Life.....O. 1,397,826 


Canada Life.....G. 310 5, "000 
Colonial Lite......O. 375,289 12, 939° 036 
Colonial Life..... I. 1,182,432 31,012,832 
Columbian Natl..O. 211,175 7 620,799 
Columbian Natl..G. 928 66,612 
Columbian Natl..I. 85 2,310 


Columbus Mut.... 306,045 
Com. Beneficial. .I. 60, 709 627,755 
Conn, General...O. 121, 146, 534 


Conn. General...G "897,140 79,299,809 
Conn. Mutual...... 3,433,278 101,344,176 
Conservative Life. 74,344 2,314,353 
Continental Amer. 787,104 28,360,752 
Conth Assur.....O. 459,492 13,681,614 
Conti. Assur.....G. 31,434 3 "140,750 
Credit loite....:. xs Ga. 3,355 251,823 
Dominion Life..... 123,218 739,268 


Equit. Beneficial. .I. 
Equitable Soc...O. 
Equitable Soc...G. 
Equitable Life, ‘Ta. 
Eureka-Md. oO. 
Eureka-Md. sare 
Eureka-Md. 


a 
Cc 
_ 
tb 
tb 
oo 
> 


Expressmen’s Mut. 46,678 

Family Mut..... oO. 3,056 106,450 
Pamily Mut. ...iJ 31,490 981,976 
Farm Bureau L..O 291,208 12,566,318 
Farm Bureau L..G. 1,336 92,500 
Farmers & Traders 273,131 10,715,338 
Federal L. & Cas. 2,700 99,500 
Federal Life....... 76,534 3,298,074 
Pidelity Mut...... 2,835,774 84,211,932 
General Amer....O. 458,816 15,212,277 
General Amer. P Hee 628,767 60,316,351 
Girard Life... ...<.. 467,357 15,531,858 
Guardian Life...O. 807,020 26,922,479 
Guardian Life...G. 26,086 1,443,337 
Home Friendly. .0O. 4,236 168,011 
Home Friendly...I 319,060 8,377,098 
Home Life, N. ¥..: 544,425 18,269,254 
Home Life, Pa...O. 1,392,377 50,260,319 
Home Life, Pa.. .G. 2 eee 
Home Life, Pa...I. 2,379, 103 69,081,241 
Indus, Life, re. 1,868 49,725 
Indus. Life, Pa. ab 554,694 9,335,427 
Jefferson Standard 146,664 4,157,073 
J. Hancock Mut.O. 5,650,007 183,779,600 
J. Hancock Mut..G. 284,069 25,781,310 
J. Hancock Mut..I. 6,394,970 163,579,241 
Kansas City Life.. 97,728 3,699,268 
Ky. Cen. lL. & A..O 5,301 214,532 
Ky. Cen. L.. & A... 144,797 3,998,423 
Knights Life....O. 870,728 34,996,815 
Knights Life..... I. 2,094,779 78,738,138 
Liberty National.. 73,468 2,615,957 
Life of Virginia.O. 373 59,681 
Life of be engi 2,353 145,895 
Lincoln Natl. L.. 1,947,613 68,906, 290 
Lincoln Natl. L.. 25,226 1,578,05 
Lincoln Repub...I. 127,470 1315670 
Loyal Protective.. < 18,075 552,479 
Lutheran Mutual.. 132,932 4,655,164 
Manufacturers Life 453,646 12,235,375 
Maryland Life..... 33,378 1,173,135 
Mass. Mutual...... 3,849,663 124,976,736 
Mass. Protective... 54,997 1,769,216 
Metropolitan L..O. 33,884,106 1,320,823,835 
Metropolitan L..G. 6,125,096 482,024,888 
Metropolitan L...I. 30, 104.285 > 855,933,099 
Midland Mutual... 289,326 10,254,912 
Monarch Life...... 104,538 3,181,906 
Monument Life. .O. 355,992 13,822,569 
Monument Life.. .I. 944,436 31,185,777 
Morris Pian..... oO. 6,618 496,267 
Morris: Pian... G. 39,279 3,639,894 
Mutual Benefit.... 4,128,786 140,290,390 
Mutual Life, N. Y.. 9,933,748 290,936,868 
Mutual Trust Life. 14,262 520,928 
National L. & A.O 135,585 6,230,962 
National L. & A.G 2,116 420,994 
National L. & + Pe 494,976 16,293,167 
National Life, Ia. 72,429 2,465,211 
National Life, Vt.. 1,045,360 31,472, 893 
New England Mut. 3,021,180 92,482,725 
New York Life.... 13,649,501 416,068,363 
N. Carolina Mut.O. 79,165 2,421,239 
N. Carolina Mut..I. 85,950 1,583,122 
Northwestern Mut. 8,744,808 277,384,631 
Northwtrn. Nat..O. 155,441 5,997,103 
Northwtrn. Natl.G. 1,558 115,000 
Occiatl. L., Cal... .O. 63,923 2,103,738 
Occidtl. L., Cal..G. 33,281 2,166,489 
Ohio National..... 640,517 18,668,464 


Written In Force Provident Mut.. 


Ohio State Life.... 408,611 17,418,566 Prov. L. & A....0. 

Old Repub Cred..O 121,757 10,031,926 Prov. L. & A....G. 42,077 
Old Repub. Cred.G. 322 82,479 Prudential ...... O. 41,629,05 
Pacific Mut. Life.. 514,775 17,285,577 Prudential .....G. 2,016,172 
Pan-American Life 287,450 9,236,031 Prudential ...... I. 40,727,994 1, 
Paul Revere Life.. 18,915 709,334 Reliance Life...... 4,759,959 
Penn Mutual...... 10,956,107 340,370,684 Scranton Life..... 838,257 
Penna. Mut...... O. 194,509 7,616,624 Security Mut., N. Y 199,446 
Penna. Mut...... G. 342 17,000 Standard Life, Pa. 448,630 
Penna. Mut...... I. 648,001 23,244,610 State Life, Ind..... 235,482 
Phila. Life...... O. 876,733 30,583,625 State Farm Life... 19,968 
Phila. Life. ..... G. 353 6,000 State Mut. Life.... 1,102,010 
Philan. Mutual...I. 642,448 7,030,696 Sun Life, Can....O. 2,879,985 
Phila.-United..... E. 384,976 10,795,646 Sun Life, Can...G. 74,643 
Phoenix Mut. Life. 1,075,598 34,628,227 Sun Life, Md....O. 370,380 


=~ 
/ 








In Force 
10, 870, 304 


177,232, 942 


17, 480, 419 
7,853,487 
1,058,856 

32,925,739 

84,730,08 
5,692,864 

13,381,242 


Written In Force 
Sun Life, Md..... I. 1,078,322 40,502,322 
SVAVGIGRS ccccccs oO. 4,670,349 174,826.646 
pyc 7 eee G. 2,586,906 274,685,580 
Union Central..... 2,037,940 63,077,610 
Union Labor L..O. 16,185 318,805 
Union Labor L..G. 68,661 4,642,750 
Union Mutual..... 250,520 6,266,202 
United Benefit. 382,640 13,153,516 
United L. & A..... 149,364 5,281,654 
Wash. Natl...... Oo 75,452 2,724,743 
Wash, Natl...... a. ,200 143,266 
Wash. Natl....... 2 347,095 11,210,781 
Westn. & South..O. 615,316 22,243,707 
Westn. & South..G. ,189 327,500 
Westn. & South..I. 1,353,765 38,494,880 


Order four copies of Albert Hirst’s 
“When a Man Dies” for $1 from National 
Underwriter. 





Tue Moutuat Lire Insurance Company of New York 
34 Nassau Street, New York City 


Yes, I am interested in having a copy of Mutual Life’s 99th 
Annual Report. N.U.-13 
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HERE'S THAT BOOK 


so many policyholders 


are NOW reading! 


The Mutual Life’s Annual Report 
for 1941 has been sent to each of 
the Company’s 900,000 policyhold- 
ers. This Report—the 99th in the 
Company’s history—is a 48-page 
book that discusses not only the 
affairs of this Company but many 
other subjects of interest to insur- 


ance men and women. 


Because we received so many re- 
quests for our 1940 Report from 
those in the insurance business, we 
are reserving some copies of the 
1941 Report to fill requests of that 


sort this year. 


You may be particularly interested 
in what the Report says under the 
headings, “Adjustment to a War 
Economy,” “The Value of Life In- 
surance During a War Period” and 
“A Report on a Program for the 


Future.” 


To obtain a copy of this interesting 
and readable Report, just mail us 


the attached coupon. 


MUTUAL LIFE 
MOVES FORWARD 
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U. S. Life Hawaiian 
Agency Tells About 
Conditions There 


The U. S. Life in its house organ 


gives a report on Hawaii and insurance 
conditions. It says: : 
“Life insurance service to the com- 


munity, unlike that of the tire and auto- 
mobile industries, is one that cannot be 
discontinued or rationed in war time. 
The life underwriter, in fact, has respon- 
sibilities that increase with the war ef- 
fort as is shown by the experience of 
British companies during recent years. 

“The Brainard & Black agency, rec- 
ognizing this responsibility and prepar- 
ine to discharge it in the spirit that has 
become traditional with U. 5S. life men, 
reports from the firing line in Honolulu: 


Producers in Defense Work 


“Tt is too soon to predict production 
for 1942. Several of our good producers 
are on defense work, where they are 
frozen for the present. Later, they may 
be able to resume work in the agency. 
We are receiving inquiries and applica- 
tions from the agents of other compa- 
nies, which gives us a volume for 1942 
ahead of 1941 for the same period. 

“We now have the task of finding 
courageous, well-poised men past 35 
years of age with sufficient vision to 
see the possibilities in the service of 
life underwriting. This may appear 
to be an impossible task, but we hope 
to emerge with a small number of really 
superior men. Agents who are working 
are writing business. 

Experience in War Areas 


“We have not hesitated to let peo- 
ple know that our company has had 
experience for many years in war areas 
and is willing to serve as liberally as 
possible consistent with fairness to all 
policyowners. 

“Ne hope you are right about the 
present situation being only an “inter- 
ruption” for business in this territory! 
However long it takes, the job must be 
accomplished and that thoroughly. 

“‘The civilian section of our popula- 
tion is giving a fine account of itself 
and military authorities plan to have 
civil activities as little interrupted as 
possible. We anticipate a fairly normal 
flow of business as civil life becomes 
more settled.’” 


Plan Adopted for 
Officers of Agency 
Cashiers Body 


The Life Agency Cashiers Association 
of the United States and Canada, of 
which R. J. Burson of the Massachusetts 
Mutual at Rochester, N. Y., is presi- 
dent, holds no annual meetings. In ac- 
cordance with its present arrangement, 
the national headquarters is transferred 
from year to year to the city whose 
local association qualifies for this priv- 
ilege through a competitive point sys- 
tem that the organization has set up. 
Its fiscal year runs from July to July. 

Immediately after the transfer the an- 
nual meeting is held by members of the 
local association and officers for the 
National association are elected from 
this group. This meeting is held at the 
pleasure of the local body where the 
headquarters are to be located during 
July. The National headquarters up to 
next July are at Rochester and the offi- 
cers were elected from local offices in 
that city. 


Term-Plus-Investment Disowned 


NEW YORK—Low interest rates 
have knocked the props out from under 
the term insurance advocates’ argument 
for buying term and handling the invest- 
ment portion independently and no one 
in his right mind would consider such a 
course as a money-saving proposition, 


HieNATIONAL UNDE 


WRITER 
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FIGURES FROM DEC. 31, 1941, STATEMENTS — 


















Increase Surplus to New Change Prem. Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs, 
Assets a ts holders 1941 Dec. 31, 1941 in Force 1941 1941 1941 
$ $ $ 
Bankers Mutual Life.. 1,844,075 179,162 26,409,841 + 664,975 637,118 337,478 468,210 
Carolina Tsife  .c..6-0% 3,639,716 531,884 71,189,230 + 14,726,691 2,326,252 501,215 1,806,914 
Continental, D. C..... 10,358,729 1,498,655 100,763,143 + 11,740,312 4,178,288 710,092 2,677,509 
Home Friendly ...... 4,296,668 332,944 ,668,517 + 278,500 1,432,619 351,415 1,092,257 
Kentucky Cen. L. & A. 2,515,096 288,652 26,784,203 + 3,569,796 g 2,875,055 230,651 2,664,540 
National Reserve..... i 24,3 13,812,607 —417,758 23 8 629,951 372,194 663,533 
North American L. & C. y 13,024,809 + 2,614,199 265,190 324,212 61,358 199,078 
Pennsylvania Mut. 30,878,234 + 747,529 871,930 1,010,964 407,856 863,881 
State Mutual, Ga...... 4,990,184 9,898,000 + 1,682,647 202,925 281,505 142,318 335,343 
Union National Life... 1,204,915 4,148,269 13,239,415 + 2,368,504 416,578 486,287 44,665 241,429 
United Fidelity Life.. 8,201,659 9,892,242 52,251,791 + 2,181,694 1,340,518 1,809,570 532,473 1,178,605 
FRATERNAL 
Homesteaders Life 4,621,471 —88,429 74,038 1,667,642 16,527,471 + 37,643 489,886 805,377 435,909 714,862 





life only. 








according to Samuel Marco, New York 
City fee counsellor. Mr. Marco was 
formerly connected with the Philadelphia 
office of the Gilbert & Sullivan organiza- 
tion. He has beer operating on his own 
for the last year and a half. His office 
deals entirely with ordinary insurance 
and in particular with tax problems, such 
as the use of single premium policies. 


Asks Emergency Power in Pa. 


HARRISBURG, PA—Governor 
James, in asking the legislature to give 


the council of defense power to suspend 
any laws impeding all-out war effort, 
cited the insurance code as one case in 
point where it might be necessary to 
disregard existing laws in an emer- 
gency. 

Agent qualifications and company re- 
ports may both be affected, the gover- 
nor intimated, saying: “One example 
of the numerous cases referred to in 
this connection is in the insurance field. 
The insurance code includes very ex- 
act procedure by all corporations and 


individuals supervised thereunder. Cir- 
cumstances entirely beyond control may 
render compliance impossible.” 


Commissioner Can Qualify Assets 

PIERRE, S. D.—tThe state legal 
department holds that the insurance 
commissioner has discretion to deter- 
mine what he will or will not admit as 
assets for computation of surplus by 
insurance companies operating in this 
state and that he has authority to make 
such rules and regulations. 



















Put this Book to Wor 





ITH Americans awakening to the need 

of “Thrift for Victory,” and with stiffer 

demands being made on family incomes, the 

up-to-the-minute revised edition of NYNL’s 

budget book, Making the Most of Your Dollars, 

is all set to do a better-than-ever job of build- 
ing good will for NYNL fieldmen. 


Making the Most of Your Dollars is just one 
representative piece in a broad series of attrac- 


War-Time Budget Book Helps NWNL 
Agent Build Profitable Clientele 
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items designed to help the 
the foundation for friendly, 
onships with prospects and 


clients. And NWNL agents know full well that 
permanent relationships are the kind that pay. 
Their income is based not primarily upon “how 
much they sell,” but upon “how well they 
serve.” It depends directly upon their capacity 


gent, low-pressure selling and 
t service thereafter. 
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War Makes Key-Man Coverage 


Vital for Many Firms 


NEW YORK—Because of the war a 
great many corporations have developed 
an acute need for replacement or ‘“key- 
man” insurance, though they are usually 
too busy to be aware of it until it is 
pointed out to them, according to Felix 
U. Levy of the R. G. Engelsman agency 
of Penn Mutual Life in New York City. 
A great deal of Mr. Levy’s consistently 
large production is in the business insur- 
ance field. 

Key-man insurance is now so impor- 
tant that the other day Mr. Levy had six 
interviews on this subject. The greatly 
increased need for insuring important ex- 
ecutives or employes, particularly those 
with technical training, is that if a key 
man dies a substantial money loss to the 
firm is involved because of the diffi- 
culty in replacing him. In the past it 
was possible to advance a younger man 
but today these younger men have been 
taken by the army or navy or will 
shortly be taken. The fact that they have 
technical training makes them more 
rather than less likely to be taken un- 
less the firm by which they are employed 
is engaged in essential war work and 
can obtain a deferment. 


Must Bid High 


Thus, a firm which loses an important 
man must be prepared to go outside and 
pay a good price to hire a new man. 
Ordinarily a corporation is making so 
much money today that it hasn’t given 
thought to the problem of replacing key 
men but Mr. Levy says that executives 
are very much interested when their pre- 
carious situation is pointed out to them. 
However, the agent should not take the 
first answer, which is usually that the 
firm has younger men that it can ad- 
vance. 

The question is not only how many of 
these younger men it has now but how 
many it will have six months from now, 








Named Agency Supervisor 
of Volunteer State Life 


CHATTANOOGA, TENN.—Volun- 
teer State Life has appointed P. A. 
Taliaferro to the newly created post of 
supervisor of agents, with headquarters 
at the home office. 

Mr. Taliaferro has been in life insur- 
ance 19 years, joining New York Life in 
1923, and going with Aetna Life in 1935. 
For two years while with Aetna his 
headquarters were in Chattanooga. In 
1937 he became Aetna’s district man- 
ager at Knoxville, where he built a $1,- 
000,000 agency in four years. 








Large Majority of the 
American Youth Are Fit 


The Metropolitan Life’s statis- 
tical bulletin says that while no 
figures are yet available or are 
likely to be for some time as to 
current rejections for military serv- 
ice, the American people can def- 
initely be assured that the charge 
sometimes made that 45 percent 
of the young men are physically 
unfit is entirely unfounded. Such 
a figure, the Metropolitan Life 
says, which is based on the very. 
rigid standards of selection used 
while the nation was still at peace, 
is wholly misleading as an indi- 
cation of the health status of 
youth. The American people have 
been unnecessarily disturbed, the 
company said. Official and volun- 
tary health agencies, the Metro- 
politan Life declares, are attack- 
ing the causes of physical defects 
which will tend to improve the 
health of the people, 


Many young men who were classified 
3-A in the draft because of dependents 
face reclassification. If their wives and 
families can get along without their sup- 
port they will be put into 1-A. The army 
is particularly anxious to get men with 
technical training. This may be a fine 
thing from the nation’s standpoint but it 
will not help the company that has been 
employing them. Men with a _ sound 
background of business administration 
training will also be in demand. 


Many of these key man sales will 


probably be term insurance but whatever 
kind of insurance is bought an urgent 
need for it exists in a surprisingly large 
number of corporations, Mr. Levy has 
found. 


REA Ousts St. Louis Offices 


ST. LOUIS—Removal of the Rural 
Electrification Administration from 
Washington to the Boatmen’s Bank 
building annex, St. Louis, has caused 
many insurance offices in that building 
to seek new quarters. 

Fidelity Mutual Life has moved to 
the Bank of Commerce building; Metro- 
politant Life to Cotton Belt building; 
Provident Mutual Life to Mississippi 
Valley Trust building; Ohio State Life 
to Paul Brown building; farm loan de- 
partment Connecticut Mutual Life to 





Railway Exchange building; Federal, 
Central Life and National Life of Ver- 
mont to main Boatmen’s Bank building. 





Would Reopen Fischer Case 
DES MOINES — Municipal Judge 


Powers has taken under advisement a 
request for a stay order to restrain 
Governor Wilson from taking jurisdic- 
tion in proceedings resulting from 
charges filed by Benjamin Wolf, Rich- 


mond Heights, Mo., policyholder of 
American Mutual Life, against Com- 
missioner Fischer. Wolf's attorney 


seeks to reopen the recent decision of 
Judge Powers that only the governor 
had jurisdiction in the case. The at- 
torney-general argued that the request 
had not been filed in the required time. 











“HOW IS THE WAR AFFECTING 
YOUR BUSINESS, JOHN?” 





LIFE INSURANCE COMPANY 


OF BosTON, MASSACHUSETTS 
GUY W. COX, President 


“WELL, BILL, LIFE INSURANCE 
IS JUST AS IMPORTANT IN WAR 
AS IN PEACE. WE’RE BUSY... 


“... busy doing a pretty useful job, Bill. You see, every 
time I get a man to spend part of his increased income for 
family protection, ’m rendering that man a real service—and 
helping the country, too. Not only that, of course, but I’m 


building my own business for the present and the future!” 
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Need of Adequate Ballast 


PRESIDENT Harrison of the New York 
Life in commenting on its annual finan- 
cial report calls attention to the desirabil- 
ity of companies bracing themselves for 
future strain and drain. He concludes 
it is a wise policy for a life company to 
be ultra conservative in these days of so 
much uncertainty. 

The New York Life directors follow- 
ing the declaration of war considered 
very carefully its best course to follow in 
view of conditions that this action 
brought about. President Harrison said 
that the reserves against the company’s 
contractual obligations were further 
strengthened. Next, its real estate and 
mortgage loan assets were reappraised 
on a strict basis. Then the funds held 
for general contingencies were substan- 
tially increased. Through this alloca- 
tion of funds the amount of divisible sur- 
plus available for the payment of divi- 
dends this year was decreased. How- 
ever, the decision to follow this course 
has added greatly to the fundamental 


strength of the company and to long 
range protection of policyholders. This 
is important, President Harrison feels 
now, as the country is engaged in a war 
which carries with it inevitable economic 
strains and future adjustments. 

Following world war No. 1 with its de- 
structive tendencies and the economic 
crash that came afterward, companies 
were subjected to a strain that they were 
never called upon to endure before. Some 
companies looked upon as fairly success- 
ful had to succumb because the financial 
ballast was not sufficiently strong. The 
strain during and after this war will be 
much greater than was found in the first 
war. Therefore directors and officials 
certainly owe it to all concerned with 
their institutions to use every precau- 
tion, arrange a very orderly procedure, 
to institute desirable economics and to 
bolster up defenses on all sides. They 
should prepare for a future that will un- 
doubtedly be devastating. It pays all to 
play very safe these days. 


Term-Only Advocates Tripped Up 


HERE is something that should be cut 
out and saved and waved in the faces of 
the all-out term insurance advocates 
when they resume their cry that the life 
companies and agents are swindling the 
public by not recommending only term 
insurance and the building up of one’s 
investment equity in a separate fund: An 
alumnus of the Gilbert & Sullivan organ- 
ization who now operates on his own 
says that under today’s conditions any- 
one would be insane to recommend term 
insurance with the idea of building up an 
outside investment fund because the rate 
of return on safe investments is so 
meager. 

In other words, the term-plus-invest- 
ment idea was fine a decade ago but it is 
no good now. When and if investment 


returns rise it will be a good idea again, 
presumably. Then if they go down again 
the plan will be no good again. But the 
man who buys life insurance is not look- 
ing for any such now-you-see-it-and- 
now-you-don’t proposition. He may be 
paying premiums for the next 30 years 
or more and he wants something that 
will be good all that time. 

When investment conditions change 
again there will be the usual crop of 
smart boys who know all the answers 
and who are far more advanced in their 
thinking than the company executives 
and the agents. It will be well to re- 
member and to remind policyholders and 
prospects that short-term thinking 
should be distrusted when dealing with a 
long-term investment like life insurance. 


The Recurring Problem of Names 


Occasionally, which is much more 
often than we should like, names of 
persons appearing in the news columns 
are misspelled. There is no excuse, al- 
though there may be reason of a human 
sort, for this type of mistake to occur. 
His name is a man’s primary means of 
identification, and he is entitled to its 
correct use, whether it is a common 
one, easily spelled, or full of peculiari- 
ties. 

Given enough chances a certain num- 


ber of errors becomes inevitable, how- 
ever, and in an average issue of the 
life edition, THe NATIONAL UNDERWRITER 
publishes approximately 800 names. 
Not included are a host of proper 
names of firms, agency and otherwise, 
companies, insurance and other types 
of organizations, government bodies, 
places, etc. 

There is, of course, always found 
a variety of ways of spelling many of 
the “same” names. The activities of the 


persons to whom these names belong 
make up the news of the insurance 
business, and it is important to them, 
to us, and to others in the business that 
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the names be properly spelled and iden- 
tified. But with that many chances, 
error is bound to creep in now and 
then, 








PERSONAL SIDE OF THE BUSINESS 





W. Stancliff Fuller, manager of Pru- 
dential in Chicago, has just returned 
from a month’s vacation in Mexico with 
his wife and her brother, Bert Brooks of 
Galesburg. Major Fuller made the trip 
by automobile without mishap. A guide 
was employed and all important points 
of interest were covered. Manager 
Fuller stated he witnessed his first and 
last bull fight in Mexico City in which 
seven bulls were executed. 


Frank A. Palumbo, agency organizer 
of the Heifetz agency of Mutual Life of 
New York in Chicago, has been ap- 
pointed on the membership committee of 
the Association of Commerce there. 


Wayne L. Bennett, general agent at 
San Angelo, Tex., of Republic National 
Life, who suffered a severe automobile 
accident in January, is now recovering 
and back on the job. 


Charles Francis Adams, president 
Oregon Mutual Life, celebrated his 80th 
birthday recently. 


Robert L. Mishler, of Penn Mutual’s 
home office agency is celebrating his 
golden anniversary with Penn Mutual 
in Philadelphia. He went with the 
company in 1892 as a clerk. In the ac- 
tuarial department he learned life in- 
surance, and tried selling policies. He 
sold part-time, and signed his  full- 
time contract in 1897, being first home 
office clerk to leave his desk for the 
field. He was soon leading the agency, 
and there have been years when he was 
the Penn Mutual’s leading producer. 

In 1905 Mr. Mishler organized the 
Home Office Agency Association, and 
five years later the agency’s Ten-Year 
Club, of both of which he has been 
president. 

On his anniversary the company pre- 
sented Mr. Mishler with a silver tray 
and the agency placed large bouquets 
of flowers in his office. 

Holmes Meade, president of the 
Meade Investment Company, local 
agency of Topeka, and president of 
National Reserve Life, has been elected 
a director of the North American Light 
& Power Co. 

A. A. Fisk, retired advertising man- 
ager of the Prudential, and Mrs. Fisk 
are spending the season in the south. 
They are at the Seaside Inn, Daytona 
Beach, Fla., and will be in the state 
until June. 

Earl R. Lollo, manager of Mutual 
Life at Charleston, W. Va., has returned 
to his office after an illness of two 
months. 

L. C. Mersfelder, Oklahoma state 
manager of Kansas City Life, is getting 
many favorable notices on his book, 
“Cowboy, Fisherman, Hunter.” It is 
being recommended for use in a num- 
ber of junior high and high schools in 
Oklahoma. 

H. K. Lindsley, president of Farmers 
& Bankers Life and past president of 
the American Life Convention, is the 


grandfather of twin boys. The father, 
Herbert P. Lindsley, is educational di- 
rector of the company and former 
secretary of the Wichita Life Under- 
writers Association. 


Urban Quirk, assistant to the agency 
vice-president of Penn Mutual, has just 
returned to the home office following an 
extended agency trip over the entire 
west coast. Before returning to the head 
office, Mr. Quirk stopped off in Chicago 
to consult with the general agents here. 

President A. Morgan Duke of South- 
land Life, was honor guest of the Dallas 
and Fort Worth office force and officials 
at a luncheon in Dallas on Mr. Duke’s 
birthday. A special drive for new busi- 
ness was started in his honor. 


In honor of President E. C. Green’s 
birthday, the Pilot Life field force 
staged during the first week in the 
month the most successful sales cam- 
paign in its history. Over $1,000,000 of 
ordinary business was received in his 
honor. Last March, the field force 
wrote in honor of President Green, the 
largest volume in any one month ever. 
In charge of the campaign for the 
ordinary division is J. M. Waddell, vice- 
president and agency manager. 


Rudolph F. Tull, vice-president in 
charge of underwriting of Fidelity 
Mutual Life, Saturday celebrated his 
40th year with that company. Follow- 
ing his period of schooling and gradua- 
tion from Washington College, Chester- 
ton, Md., he studied stenography in 
Goldey’s College at Wilmington, Del. 
His first post was with a lawyer in Elk- 
ton and from there he went to visit 
Fidelity Mutual at Philadelphia when a 
friend advised him there was an open- 
ing. The job was taken when he ar- 
rived. Then Mr. Tull applied for a 
job unsuccessfully to a contractor in the 
building. Later he entered the Fidelity 
Mutual actuarial department, but soon 
got a job with the contractor. Six 
months later he went back to Fidelity 
Mutual, and in 1908 become secretary 
of the policy department. He was ad- 
vanced to manager of the department 
of issue in 1917 and to secretary of the 
company in 1924. Mr. Tull was elected 
to his present position in January, 1941. 


DEATHS 


R. Paul Roberts, 33, assistant manager 
of Aetna Life in Oregon, died in a Des 
Moines hospital. He had been located in 
Klamath Falls, Ore., for Aetna for sev- 
eral years. He was vice-president of the 
Life Underwriters Association of South- 
ern Oregon. 


Mrs. A. R. Jaqua, wife of the asso- 
ciate editor of “The Diamond Life Bul- 
letins,” who is also on the staff of 
THE NATIONAL UNDERWRITER at its Cin- 
cinnati office, died at Christ’s Hospital, 
Cincinnati, Monday evening. She had 
been in the hospital for about two weeks 
for observation and treatment. In addi- 
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“You're thinking of buying life insurance in a year or two—but you'd better buy 


NOW—before it’s too late!” 








tion to Mr. Jaqua, she is survived by 
two children, Denise, 12, and Richard, 
11. The funeral took place at Fort 
Thomas, Ky., the home of the Jaquas, 
Wednesday afternoon. Mrs, Jaqua came 
from South Dakota. She was a woman 
of rare attainments and had accompa- 
nied Mr. Jaqua to sales congresses and 
life insurance conventions from time to 
time. 

Arthur W. Finley, for the past 31 
years general agent of Penn Mutual 
Life at Louisville, died there. Mr. Fin- 
ley was president of the General Agents 
& Managers Association of Louisville 
and was a well known figure in the Old 
Guard of Penn Mutual managers, 
having been an officer of the Penn 
Mutual Agency Association. 

E. S. Clark, 75, manager of the Kan- 
sas City agency of Mutual Life of New 
York from 1916 to 1926, died in To- 
peka, Kan. He had been ill for five 
years. Mr. Clark joined Mutual Life 
in 1901. He retired from active insur- 
ance work in 1931. 

Dr. Rock Sleyster, 62, trustee of 
Northwestern Mutual Life, died unex- 
pectedly after a brief illness at his home 
in Milwaukee. He was a past president 
of the American Medical Association 
and one of the nation’s leading special- 
ists in psychiatry. 








Few Ia. Oldsters Have Insurance 


DES MOINES—A cross-section 
study of persons in Iowa receiving old 
age assistance showed that only about 
one in seven owned any life insurance— 
2,104 out of 14,453 cases studied. 

Of 4,326 that owned a homestead or 
an interest in one, only 545 also had life 
insurance. Only about 48 percent had 
property of any kind. 





Indianapolis Life—New business in 
February was 16.8 percent ahead of the 
same month last year and gain for the 
first two months was 36.3 percent over 
the similar period in 1941. Increase of 
insurance in force was more than dou- 
ble the gain for the same period last 
year, the total being about $122,000,000. 
Mortality continues very favorable, 34.7 
percent of expected in the first two 
months. Renewal lapse ratio was only 
2.62 percent. 


COMPANIES 


Prudential Record for 
1941 Is Analyzed 


The increase of $921,000,000 in life in- 
surance in force that was recorded by 
Prudential last year was the largest such 
gain made by Prudential in any single 
year since 1930. On Dec. 31, 1941, there 
were 32,000,000 policies in force, for a 
total insurance of $19,549,000,000. New 
insurance sold last year totaled $1,889,- 
709,000 as against $1,785,281,000 in 1940. 
New industrial (weekly premium) last 
year was $679,698,000 as against $664,- 
243,000 in 1940; intermediate, including 
monthly, was $265,616,000 last year, 
$262,153,000 in 1940; ordinary, industrial, 
$834,531,000 last year, $774,610,000 in 
1940; group, $109,864,000 and $84,275,000. 

Prudential paid $147,086,000 to bene- 
ficiaries during 1941, while the total for 
1940 was $114,112,000. Disability claim 
payments showed a decline, those for 
1941 being $15,456,000, as against $16,- 
488,000 in 1940. 








No. American Reassurance 
Has Splendid Portfolio 


North American Reassurance of 
New York in its annual statement shows 
assets $18,690,056. This company does a 
reinsurance business exclusively. It has 
$8,399,313 government bonds, $2,381,747 
railroad, $4,923,429 public utilities. Its 
cash is $1,310,320. Its liquid condition 
therefore is notable. It has capital $1,- 
000,000 and net surplus of $1,200,000. Its 
life reinsurance in force is $168,724,600. 
It takes particular pride in its portfolio. 





Postpone Okla. Merger Suit 


OKLAHOMA CITY — The federal 
court here has postponed indefinitely 
the hearing scheduled for March 18 on 
the case asking that execution of the 
contract for reinsurance of Oklahoma 
Benefit Life Association by Oklahoma 
Life, both of Enid, be enjoined. The 
suit was instituted by a group of out- 
of-state policyholders in the former 
company, who allege unsatisfactory 




















A REAL, NEEDED 
SERVICE FOR EVERY 
UNION CENTRAL PROSPECT! 


Here’s an example of how Union Central’s 
Home Office plans its sales aids to dovetail 
100% with the agent’s personal selling. This 
complete, up-to-the-minute booklet on 
income tax return is 






preparing your 1942 
being used effectively right now by Union 
Central men. U. C. agents appreciate 
the planning that puts such “door- 
openers” into their hands just 
at the right time. 
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conduct of the business and ask for re- 
moval of the present officers and 
appointment of a receiver. The latter re- 
quest will be contested by the Okla- 
homa department on the grounds that 


the Oklahoma statutes provide that 
only the commissioner can ask for a 
receiver. 


Pacific Mutual] Assets 
Put to Good Use 


Increased aid to the war program, 
through effective use of its $254,000,000 
in assets, is emphasized by Pacific Mu- 
tual Life in its new financial statement. 

Corporate surplus increased $1,181,- 
960, bringing the total combined capital 
and corporate surplus to $7,284,991. In 
addition $1,287,472 was paid to policy- 
holders of the participating life depart- 
ment in dividends, while the aggregate 
of all payments to policyholders and 
their beneficiaries was $19,759,527. 
Policy and claim reserves were in- 
creased by $6,865,638 to a total of $234,- 
223,570, and assets reached an all-time 
high of $254,848,644. 

Life insurance in force gained §8,- 
226,000 to $596,126,117 and total life 
insurance sold in 1941 was $42,638,738, 
an increase of 12.8 percent over 1940. 
The aggregate bond investment is $95,- 
041,182, a gain of $3,438,646 for the vear. 





Geo. Washington Life Gains 


ne 


The gain of $2,750,000 of insurance in 
force that was recorded by George 
Washington Life is the largest such in- 
crease ever made in any year by that 
company except in 1923. New business 
was 76 percent greater than in 1940. 
The interest yield was 4.8 percent and 
the mortality ratio 55.6. 





Republic National Increases 

Republic National Life in its 1941 
statement reports $36,883,000 insurance 
in force, an increase of 9 percent; assets, 
$4,650,091, an increase of 9 percent; and 
premium income $1,030,299, an increase 
of 16 percent. More than a million dol- 
lars of new business has been written 
in five of the last six months, February 
showing more than a million with war 
clause included in new policies. 





Jordan Executive vice-president 

George R. Jordan, vice-president and 
agency director of International Travel- 
ers of Dallas has been promoted to 
executive vice-president and agency di- 
rector. 


_ COMPANY MEN 





Pacific Mutual 
Makes Changes 


Howard S. Dudley, for many years 
vice-president and treasurer of Pacific 
Mutual Life, has been elected secretary 
in addition to his other duties, succeed- 
ing Russell Harriman, who has resigned 
as secretary to enter the general agency 
field in Pasadena for Pacific Mutual, with 
the firm of Harriman- Moore & Co. Mr. 
Harriman has served both in the legal 
department and as secretary the past 
eight years. 

The organization of the new agency 
gives Pacific Mutual additional represen- 
tation in one of its major areas, where 
the Rexford M. Truesdell agency is al- 
ready a well established unit. The Har- 
riman-Moore agency will have as _ its 
principals Mr. Harriman, Peyton Harri- 
man and John'S. Moore. 

Pacific Mutual has also created the 
new office of comptroller, and appointed 





Albert Hirst’s booklet “When a Man 
Dies” should be in the hands of every 
one of your large clients. Four copies $1. 
Order from National Underwriter. 
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Oscar Swenson to that position. Mr. 
Swenson, who was assistant actuary, 
has been with Pacific Mutual nearly 20 
years. 

At the same time the title of Laurence 
W. Morgan, vice-president in charge of 
new issue and an authority in his field, 
has been changed to vice-president in 
charge of underwriting. 


Southland Life 


Advances Two 
DALLAS—W. C. McCord, who has 


served for several years as secretary and 
treasurer of Southland Life, was elected 





W. C. MeCORD 


executive vice-president and treasurer at 
the annual meeting. 

P. V. Montgomery, who has been 
vice-president and actuary, was given 
the added title of secretary. 

President A. Morgan Duke in his an- 
nual report stated that 1941 was a rec- 
ord-breaking year for Southland Life. 





P. V. MONTGOMERY 


Insurance in force went to $189,313,431, 


with the 1941 gain six times greater 
than that in 1940. This was accom- 
plished with a decrease in operating 


costs. Assets increased from $33,206,542 
to $35,372,031, and the company ex- 
tended its investment in government se- 
curities by about $2,500,000. 

Earnings were up 3.6 percent over 
1940. 


C. M. Hansen Vice-President 
of Reserve Loan Life 


Charles M. Hansen, former assistant 
actuary of Continental Life and for sev- 
eral years chief actuary of the Missouri 
department, has been elected a vice- 





president of Reserve Loan Life of 
Dallas. Harold Yates also was elected 
a vice-president. He will continue to 
have charge of the bank credit depart- 
ment. E, B. Hume was elected a di- 
rector, 


Colonial Life Men 
Are Promoted 


Several promotions have been made 
by Colonial Life. J. L. Harris, assistant 
treasurer since 1926 and with the com- 
pany since 1902, is elected treasurer, 
succeeding E. C. Wise, retired. J. G. 
Bruce, assistant actuary since 1939, is 
elected actuary to succeed G. A. Hug- 
gins, who becomes consulting actuary. 
Before joining Colonial, Mr. Bruce was 
with Prudential. 

W. R. Gannon becomes counsel. He 
has been legal adviser, and a director 
since 1934. F. B. Muller becomes as- 
sistant treasurer. He has been in the 
treasurer's department since 1926, re- 
cently serving as cashier. 

R. I. Jacobson was made assistant 
actuary. He has been in the actuarial 
department of Prudential since 1933. 
He is a native of Iowa and was edu- 
cated at Luther college and University 
of Pittsburgh. He studied actuarial 
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science at University of Iowa and spent 
several years as mathematics instructor 
at University of Pittsburgh and Uni- 
versity of Wyoming. He is a fellow of 
the Actuarial Society and the American 
Institute of Actuaries. 





C. F. Gay to Concentrate on 
John Hancock Group Work 


Clyde F. Gay, who has joined John 
Hancock Mutual Life as second vice- 
president, will have general supervision 
of group insurance sales and will also 
have a hand in the general administra- 
tion of the group department including 
salary savings. 

Mr. Gay has been general agent for 
Aetna Life in Boston since 1935 and has 
had much experience in the group field 
with Aetna Life, at the home office and 
in other fields. 





Monarch Life Advances Three 


Gurdon W. Gordon, Jr., manager of 
the policyholders service department of 
Monarch Life in charge of conserva- 
tion, has been named assistant secre- 
tary. He has been with the company 
since 1930, starting as examiner in the 
claim department. Later he was in the 
life accounting department handling 
policy loans. For the past two years 








PROGRESS OF VICTORY 


Twenty-First Annual Statement—December 31, 1941 


ASSETS 

Cash in Banks...... $ 203,099.46 
(Available for immedi- 
ate payment or other 


cash demands) 
*U. S. Government 


SS pen | ,639,067.64 
*All Other Bonds.... 2,750,024.38 
Mortgage Loans on 

Real Estate ...... | ,560,357.35 

(First mortgages for not 

more than 50% of the 

appraised value of any 

property) 

Policy Loans ....... 2,125,175.24 

Real Estate Owned.. 1,968,749.99 
(No encumbrance) 

Interest Due and Ac- 

crued on Mortgages 31,915.92 

(Interest past due over 

one year not included) 

Interest Due and Ac- 

crued on Bonds Not 

in Default ........ 40,902.27 
Interest Due on Pre- 

mium Lien Notes. . 2,928.76 
Rents and Interest Due 

and Accrued on 

Real Estate ...... 58,650.36 
Deferred and Uncol- 

lected Premiums 207,784.09 

(Fully protected by pol- 

icy reserves) 

All other assets... ... 23,548.00 
$10,612,203.46 


*Amortized. Actual 
amortized value shown. 


market value on December 31, 


LIABILITIES 
Legal Reserve to 
Guarantee Policy 
Obligations ...... $ 9,025,905.29 
Policy Funds ....... 564,069.48 


(This amount left on 
deposit by _policyhold- 
10,022.00 


ers 

Policy Claims ...... 
(This amount is for pay- 
ment of policy claims 
incurred in which final 
papers had not been re- 
ceived by December 31, 
1941) 

Reserve for Taxes.... 

Reserve for Interest 
and Premiums Paid 
in Advance 

Reserve for Policy 
Dividends ....... 

Reserve for Méiscel- 
laneous Obligations 
(Items not due, etc.) 


Capital and Surplus. . . 


13,768.56 


oe 81,674.03 


108,694.99 


12,646.33 
795,422.78 








$10,612,203.46 


1941 was $202,722.56 more than 


NEW ALL-TIME HIGHS FOR 1941 


Total Life Insurance in Force 
Total Life Insurance Written... .. 
Total Admitted Assets......... 


Gain 
_. .$42,708,695.00 $3,349,810.00 
_..  7,062,276.00 | ,673,880.00 
... 10,612,203.46 474,685.99 


THE VICTORY LIFE INSURANCE COMPANY 


TOPEKA, 
James A. Allen, President 
W. J. Bryden, General Manager 


KANSAS 


E. E. Shurtleff, Vice President & 
Assistant General Manager 
W. J. Bryden, Jr., Secretary-Treasurer 
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he has devoted his entire effort to im- 
proving persistency of business. He 
will continue that work. 

Harold S. Young was elected home 
office personnel manager. He has been 
engaged in similar duties since 1938 
when Monarch’s new _ building was 
completed. He has been with the com- 
pany since 1928. To relieve executive 
ofhcers of the accounting department of 
much detail work, Alton M. Phelps was 
named branch office auditor. He has 
been cashier of the Mathaurs agency in 
Boston. 


Hardwick, Yardley 
Work Expanded 


Gordon A. Hardwick, vice-president 
of Penn Mutual Life, has been given 
enlarged responsibilities and Charles H. 
Yardley has been named comptroller. 





GORDON A. HARDWICK 


While continuing the supervision of 
the service, purchasing and comp- 
troller’s departments, and of the budget, 
Mr. Hardwick will now have charge of 
matters pertaining to relations with the 
public. He is a former president of the 
Life Office Management Association. 

Aside from his activities in life insur- 
ance Mr. Hardwick has been taking a 
prominent part in the work of the 
Philadelphia committee of the Pennsyl- 
vania Economy League. He is also 
field director of health, hospitals and 
sanitation for the Philadelphia Council 
of Defense. He is president of the 
General Alumni of the University of 
Pennsylvania and president of the board 
of managers for the University’s Gradu- 
ate hospital. 

Mr. Yardley became associated with 
Penn Mutual in 1934 as assistant to 
the comptroller, and has been assistant 
comptroller since 1940. He is a gradu- 
ate of Swarthmore College, and for 12 
vears was an accountant and auditor 
with the firm of Lybrand, Ross Bros. & 
Montgomery, certified public account- 
ants. He is past president of the Phila- 
delphia chapter of the National Asso- 
ciation of Cost Accountants. 





Windham Heads Guardian of Tex. 


DALLAS — Charles W. Windham, 
formerly secretary-treasurer of the 
Guardian Life of Dallas, was advanced 
to president to succeed Troy V. Post 
at the company’s annual meeting. T. O. 
Briggs was advanced from assistant sec- 
retary to secretary-treasurer and was 
made a director. Mr. Post, R. E. 








WANTED 


Insurance agent experienced to handle selected 
prospect leads for Life or Accident and Health 
Insurance. Only agents who have been earning 
at least $200 monthly need apply. Address P-43, 
The National Underwriter, 175 W. Jackson 
Blvd., Chicago, Ill. 











New Columbus Mutual 
Medical Director 





Dr. Floyd M. Green served Columbus 
Mutual Life as assistant medical director 
for 21 years prior 
to his recent pro- 
motion to the office 
of medical director. 
He was graduated 
from Ohio State 
University Medical 
College in 1919. 
Dr, Green has won 
an interesting va- 
riety of cups in 
golf competitions. 
He is a_ bowling 
enthusiast and an 
ardent football fan. 
For over a quarter pr, Floyd M. Green 
century he has 
witnessed all Ohio State-Michigan 
games—those played in Ann Arbor, as 
well as in Columbus. 

Dr. Green’s son, Theron D. Green, is 
in the insurance business at Frederick, 


Md. 





Wright and G. S. Weever are no longer 
on the board. 





Fidelity Union Promotions 

Several promotions were made at the 
annual meeting of Fidelity Union Life 
of Dallas. W. J. Barr was advanced 
from actuary to vice-president and actu- 
ary. E. O. Benton was promoted from 
assistant secretary to secretary and 
L. L. Waller from assistant treasurer 
to treasurer. 


Smith Heads Royal Highlanders 


Lewis E. Smith of Omaha has been 
elected president of Royal Highlanders 
Mutual Life of Nebraska, succeeding the 
late William E. Sharp. Mr. Smith is a 
past grand master of the Nebraska lodge. 





Vernon Singleton Advanced 
Vernon D. Singleton has been elected 
assistant vice-president of United Fidel- 
ity Life of Dallas. He joined the com- 
pany’s home office staff several months 


ago. 





Niles Baltimore Life Director 


Baltimore Life has elected Henry E. 
Niles a director. Mr. Niles is superin- 
tendent of agencies. 


F. X. Moose Joins Sterling 

Francis X. Moose has resigned as 
assistant chief examiner of the Illinois 
insurance department to become con- 
nected with Sterling Insurance Com- 
pany of Chicago. Mr. Moose had been 
with the department since 1933. 








Industrial Life Advances Two 


Industrial Life of Quebec has named 
A. F. Muth, actuary of the company 
since 1935, assistant managing director, 
and S. E. Brock actuary. 


NEWS BRIEFS 

Two assistant secretaries, A. M. Gur- 
ley, Jr., and L. B. Willoughby, were 
elected at the annual meeting of State 
Reserve Life of Fort Worth. 

C. D. Smith, attorney, and H. L. 
Lass, actuary of South Coast Life, 
Beaumont, Tex., have been elected 
directors. 

Frank Cain, a director of City Na- 
tional Life of Dallas, was elected vice- 
president at the annual meeting to suc- 
ceed I. M. Irion. James M. Hickerson, 
secretary, was made a director. 

Dr. R. T. Williams of Kansas City, 
general superintendent of the Church of 
the Nazarene, has been elected a direc- 
tor of Brotherhood Mutual Life of Ft. 
Wayne, Ind. Mrs. Nellie B. Remmel 
has been elected a director to fill the 
vacancy caused by the death of her 
husband, A. K. Remmel. 
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Gn The 
Common Cause 


We are happy to acknowledge the good 
business sportsmanship of our friend 
The Penn Mutual. 


Recently that Company was able to 
make payment to a beneficiary through 
information picked up by a Prudential 
Agent. 


His little act of service was mentioned 
favorably in one of the series of Penn 
Mutual ad-messages well-known to the 
insurance fraternity. 


Helping any beneficiary means helping 
the common cause. All of us welcome 
a chance to cooperate to that end. 


And such a word of comment, from a 
neighbor Company, is valued as a most 
satisfying reward. 








Home Office, NEWARK, N. J. 
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Travelers Advances 
Three Field Men 


Travelers has appointed Carl H. 
3olen, assistant manager life depart- 
ment Empire State branch, New York 
City, as manager of Worcester, Mass., 
and Roy T. McCoy, assistant life man- 
ager at Louisville, as manager there. 

Mr. Bolen went with Travelers in 
1931 as field assistant in the branch 
then at Fifth avenue and 23rd street, 
New York. He was promoted to as- 
sistant manager of the Empire State 
branch in 1938. He previously was as- 
sociated with Connecticut Mutual Life 
and the banking house of Roosevelt & 
Son. 

Mr. McCoy is a former teacher 
was born in Wheeling, W. Va. He 
joined Travelers as field assistant at 
Dayton in 1922, was made assistant 
manager at Wheeling in 1926, and was 
transferred in that capacity to Louis- 
ville in 1933. 

John L. Rich, a native of San Diego, 
has been appointed field assistant in 
the life department at Sacramento. 
Previous to attending the company’s 
home office school, he was a member of 
the sales staffs of a Sacramento depart- 
ment store and of the California State 
Automobile Association. 


who 





Equitable Society Names 
Several Men in Field 


Several appointments were announced 
this week by the western department 
office of Walter L. Gottschall, director 
of agencies, Equitable Society in Chi- 
cago. 

W. Greg Smith has been appointed 
field assistant at Laramie, Wyo., asso- 
ciated with the D. S. Bethune agency 
of Cheyenne. Mr. Smith formerly was 
district manager associated with the 
Nye Agency of Denver, but recently 
had not been connected with the so- 
ciety. 

Lee F. Reck, an agent at Toledo 
since 1935, has been appointed assist- 
ant agency manager of the York agency 
there. 

William Burney, district manager as- 
sociated with the Nye agency at Den- 
is on leave of absence while he is 


ver, : 
in the service. He is being replaced 
temporarily by Fred W. Heuer, an 


agent who has been placed in charge 
of the unit at Pueblo. 

Gordon G. Hanson, agent, has been 
appointed field assistant at Thief River 
Falls, Minn., associated with the A. B. 
Shea agency of Minneapolis. 





Stoner Is General Agent 
at South Bend, Ind. 


Joseph W. Stoner has been appointed 
manager by Connecticut General Life in 
the newly established office at South 
Bend, Ind. He is a native of Indiana 
and graduate of Manchester College, 
who went with the company in 1936 
after five years in educational work. He 
was appointed district agent at South 
Bend in 1940, succeeding his brother, 
Ben, when the latter became manager 
at Cincinnati. 





Important Change in 


Cincinnati Representation 


R. T. Berry, formerly manager of the 
life and accident department of the 
Earls-Blain Insurance Agency in Cin- 
cinnati, has been appointed general 
agent of Loyal Protective Life for Cin- 
cinnati and the surrounding counties. 
He has had about seven years in the 
field and has made a good record as a 
personal producer. 

The Earls-Blain Agency has ap- 
pointed Paul D. Cain manager of its 
life and accident department. He has 


been with the Travelers for the past 
three years as a field assistant. 

He is well known in Cincinnati, hav- 
ing been a star quarterback for Xavier 
University in 1926-28. After leaving 
Xavier he was athletic coach for St. 
Ignatius high school in Chicago for two 
years. From 1931 to 1939 he was ath- 
letic coach for Purcell high school in 
Cincinnati. 





Lamme Is Brokerage Manager 


Johnstone & Miller of Columbian Na- 
tional Life in Missouri and Kansas have 
set up a department for brokerage and 
agency development in Kansas City and 
surrounding territory with Charles 
Lamme in charge. He has had 12 years 
insurance sales and managerial experi- 
ence. 





Bush Heads Tulsa Office 


Ivan L. Bush of Oklahoma City has 
been shifted by Mutual Life of New 
York to Tulsa as manager of the north- 
east Oklahoma district office just 
opened there. E. Guy Owens, of Okla- 
homa City is Oklahoma manager. 





Gray Is New Prouty Aid 


Phinehas Prouty, Jr., Los Angeles 
general agent of Connecticut Mutual 
Life, has named Joseph H. Gray bro- 
kerage underwriter to succeed A. L. 
Gillette, who has just been appointed 
general agent at San Diego. 





R. P. Tinnin With Occidental 


Occidental Life of California has ap- 
pointed Robert P. Tinnin general agent 
for New Mexico, with headquarters at 
Albuquerque. At one time he organ- 
ized an insurance company. Later he 
headed Diversified Fund, Inc. 





Krauel Director of Sales 


A. C. Krauel, one of the leading pro- 
ducers of the Paschal-Gist home office 
general agency of Pacific Mutual Life, 
has been appointed director of sales of 
the agency. Before joining the agency 
in 1936, he had been in sales and pro- 
motion work for nine years. 





Bukove in Home Office Post 


Wm. Bukove, for several years 
Oklahoma City general agent of Re- 
public National Life, is now working 
out of the home office at Dallas. 





NEWS BRIEFS 
Old Line Life of America is opening 
a new office in Green Bay, Wis., in 


charge of Henry Hendricks as district 
manager. 

L. L. Waters, formerly secretary of 
National Assurance, has resigned as 
agency organizer of New York Life in 
Lincoln, Neb., and has gone to Framing- 
ham, Mass., to become treasurer of the 
Boston & Worcester railroad. 


CHICAGO 


HARRIS ASSISTANT 











MANAGER 


Stanley L. Harris, a successful young 
Chicago agent, has been appointed as- 
sistant agency manager by Samuel Lust- 
garten, agency manager in Chicago of 
Equitable Society. Mr. Harris will head 
up a new brokerage department to de- 
velop outside business. For the last 
year he has been an agent for Mutual 


A&H PREMIUMS 


are up. Subscribe to The Accident & 
Health Review and get your share. Only 
$2 a year, 175 W. Jackson Blvd., Chicago. 





Life of New York and before that for 
two years was connected with the Equit- 
able. He is a graduate of the Uni- 
versity of Chicago, 1937. 





ROWLEY NOW OFFICE MANAGER 


Thomas J. Rowley has been appointed 
office manager by Bruce Parsons, Chi- 
cago general agent of Mutual Benefit. 
He fills the vacancy left by resigna- 
tion of Harold F. Ellsworth in Febru- 
ary to become assistant research 
director of the Meredith Publishing 
Company in Des Moines. Mr. Rowley 
isa graduate of Loyola University who 
was in the investment banking business, 
then was an accountant. Recently he 
has been an. agent of Phoenix Mutual 
Life. 





MIEHER ADDRESSES UNDERWRITERS 


Dave Mieher, sales manager and gen- 
eral manager of Country Life, gave an 
address at the last meeting of the Chi- 
cago Home Office Life Underwriters 
Club on cooperation between the home 
office underwriter and the man in the 
field. His observations were very well 
received. Mr. Mieher was able to speak 
from both the standpoint of the home 
office man and the agent as he was in 
the field himself for many years. 

Fox, chief underwriter of 


Country Life, president of the club, 


was in the chair. 





ENGLISH AGENCY ENLARGED 


H. E. English, general agent of Bank- 
ers Life of Nebraska in Chicago, has 
leased considerably more space adjoining 
his offices in 208 South La Salle street. 
The enlargement is due to increased 
production and the additional space will 
be added to accommodate a larger 
agency force. Mr. English was appointed 
general agent in November. He reports 
181 percent increase in his quota in Janu- 
ary. 








“Show” Boosts Defense Stamp Sale 


MILWAUKEE — Employes of 
Northwestern Mutual Life entertained 
their fellow employes at a vaudeville 
show in the auditorium of the home 
office building to swell the sale of de- 
fense stamps. Admission was hy ticket 
given with purchase 50 cents or more 
of defense stamps. The show was a 
sellout and a return engagement will be 
arranged for the 500 employes who 
were unable to get tickets. More than 
$2,000 in defense savings stamps were 
sold. President M. J. Cleary and de- 
fense savings staff members spoke. 
About 100 company employes, includ- 
ing the male chorus, took part. 
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THAT FRIEN 


= There is nothing more friendly to the mariner 
than the dependable guiding beam of a light- 


house. 


cooperation from the 
available the sales 


and Health. 





field workers; and by 


There is nothing so gratifying to the field 
man as close personal interest and friendly 


To Union Mutual field representatives are 
profitable forms of insurance—Life, Accident 


This Home Office has always believed that 
its primary duty is to back up the efforts of 


DLY LIGHT— 


Home Office. 


opportunities in three 


sincere and continuing 





personal interest in their success, to help make 


their work more efficient and more rewarding. 
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LIFE SALES MEETINGS 


MANAGERS 





Central Life, IIl., 
Sessions Produce 
Valuable Ideas 


Field men of Central Life of Illinois 
from the middle western territory were 
brought into the home office last week 
in two groups for round table discus- 
sions. These gatherings took the place 
of the national convention that had 
been scheduled for Mexico City and 
postponed because of the war. Those 
who had qualified for the Mexico trip 
were given war bonds. 

Those at the meetings agreed that 
the public will have money in 1942. 
Figures were cited to show that the 
most conservative estimate so far is 
that after taxes are paid in 1942, there 
will be 15 billions more national in- 
come than the value of all consumer 
goods produced. 


Good Prospect Fields 


Whether 1942 will demand a change 
in prospecting fields for the individual 
agent depends entirely on what his 
present sources are, it was agreed. 
Among good prospect fields in 1942 
were named farmers, women, defense 
workers, children, older men, and key 
men in expanding industries. After 
prospecting experiences in these fields 
had been exchanged, the conclusion was 
reached that any system that has 
proved good in any fields in the past 
will still work. 

The majority of agents present felt 
that two distinct types of needs will 
predominate in 1942. The man who is 
pinched by rising living costs will be 
best served by those policies which 
give much protection for the premium 
dollar; the man whose income is being 
increased but who is afraid a post-war 
slump may wipe away the increase will 
be best served by limited-pay, savings- 
type insurance which will permit him 
to have his insurance paid up or to 
have a backlog if a slump does come. 

Discussions of the way to sell the 
1942 prospect indicated that despite war 
and even unreasonable uncertainty in 
the minds of some prospects, the funda- 
mental objectives of most men—secur- 
ity for family and in old age—have not 
changed. 

In closing, the role life insurance can 
and must play in helping prevent infla- 
tion was stressed. It was pointed out 
that although the Treasury recently 
called for a doubling of income taxes, 
at the same time, it pointed to com- 
plete consumer-goods rationing as the 
only sure way to prevent inflation—im- 
plying that even after taxes have been 
doubled, there will still be an excess of 
money in the hands of the public. 





Hoosier Farm Bureau 
Companies Hold Rally 


The annual meeting of Hoosier Farm 
Bureau Life of Indianapolis was held 
in the home office city with morning and 
afternoon sessions. Secretary Everett 
Jeanes presided at the morning session 
and Arthur Arnott in the afternoon. 
H. E. Schenck gave the presidential 
message. Larry Brandon reported as 
treasurer, Morley H. Ringer as manager 
and Larry A. Williams as sales director. 

That evening there was a banquet 
jointly with those interested in the affil- 
iated Farm Bureau Mutual Insurance 
Company. Paul E. Edwards, general 
manager of the automobile insurer, gave 
a talk and the speaker of the evening 
was Dr. George Davis of Purdue Uni- 
versity. 

The next morning there was held a 
meeting of Farm Bureau Mutual with 
Mr. Jeanes reporting as secretary and 
Frank B. Lamb as claim superintendent. 

President Schenck in his address said 
more great things have been accom- 


plished in America when we were hand- 
icapped than at any other time and that 
the present should be a challenge to us. 

Mr. Ringer stated that the farmer has 
a greater income now than for many 
years. He said only 50 percent of the 
farmers now carry any life insurance. 

He predicts that the company will 
have 20 millions insurance in force at 
the end of 1942 and 75 millions before 
the company is 10 years old. 

Mr. Williams said the institution of 
life insurance finds itself of paramount 
importance today. He said the farmers 
are much underinsured, that at present 
there is not more than 5 billions of 
insurance on farmers. He stated the 
farmer is not educated on insurance and 
that he has not been solicited. In his 
opinion there should be at least 30 bil- 
lions of insurance written on farmers 
in the near future. 


W. L. Gottschall Addresses 
Carson Agency Meeting 


Walter L. Gottschall, director of 
agencies of the western department of 
Equitable Society in Chicago, is the 
principal speaker at the homecoming 
meeting and sales conference of the E. 
L. Carson agency being held in Milwau- 
kee, Friday and Saturday. Mr. Carson 
has been on leave of absence for about 
two months and has just returned. 

Mr. Gottschall will address a dinner 
of the agency’s Leaders Club Friday 
evening on “Values of Club Member- 
ship.” Frank Chandler, group super- 
visor, is to be toastmaster. Saturday 
morning there will be an open forum 
session in which Mr. Gottschall will 
talk on “Today’s Market.” 





Hold Regional in Birmingham 

A two-day regional convention of the 
American National of Galveston was 
held in Birmingham. G. S. McCarter, 
superintendent of agencies, was in 
charge. Oscar Winfield of the Birming- 


ham office, welcomed visitors. Joe 
Sain and Omar E. Hill, home office 
agency supervisors, were on the pro- 
gram. 


More than 100 agents from Alabama, 
Georgia, Mississippi, Louisiana, Tenes- 
see and Florida attended. 





Aetna Rally at Niagara Falls 


General agents and agents of the Buf- 
falo, Rochester, Syracuse, Utica and To- 
ronto offices of Aetna Life attended a 
sales conference at Niagara Falls. The 
home office was represented by R. B. 
Coolidge, superintendent of agencies; 
Logan Bidle, secretary; D. P. Cava- 
naugh, associate counsel; I. F. Cook and 
Russell Becker, assistant secretaries. 





Midland Mutual Eastern Regional 


A regional meeting has been arranged 
by Midland Mutual Life in Atlantic 
City June 6-7. Pennsylvania and New 
Jersey agencies will take part in the 
meeting, A number of the home office 
officials will be in attendance. 


Defense Bonds Instead of Trip 


Defense bonds will be given to quali- 
fying agents instead of a convention trip 
this year by Lamar Life. Suspension 
of the annual all-star convention was 
announced by H. M. Faser, vice-pres!- 
dent and agency director. 


Fall Trip Is Cancelled 


Indianapolis Life has cancelled its 
contemplated trip of the Counselors 
Club to northern Minnesota in August, 
in keeping with the war program. 
Qualifying members will be given a flat 
sum in lieu of the trip. 





Frank H. Beckmann, of Beckmann, 
Hollister & Co., business engineers, 
spoke on “Keeping Up with the Times” 
before the Life Agency Cashiers Asso- 
ciation of San Francisco. 


Cummings Tells Cashiers 
How They Can Help Agents 


LOS ANGELES—The Life Agency 
Cashiers Association of Los Angeles 
held a “bosses” night. H. J. Cum- 
mings, vice-president Minnesota Mutual 
Life, spoke on “How Can You Make 
Money for Your Agents?’ About 60 
cashiers and managers were on hand. 

Mr. Cummings in his talk stressed 
the importance of improving the state 
of mind of the agent, saying that it is 
the principal job “of the general agent 
and cashier to keep the agent in a good 
frame of mind. The agent is doing a 
job they would not do, because he 
wants to do it, because he wants to be 
independent, because he wants freedom 
from routine matters. The best way to 
keep him in a good frame of mind is to 
give him a pat on the back. “Teli the 
manager how the agent is feeling and 
if possible give him the reasons why 
the agent isn’t at his best. Tip off 
the agent’s good points to the manager 
and have the latter stress these in his 
talks with the agent.” 

He urged the cashiers and managers 


to help the agent change his methods, 
help him to fit himself into the chang- 
ing pattern of things as they are and 
to meet new situations as they arise. 





Los Angeles Supervisors 
Have to Pick New Officers 


LOS ANGELES—The Life Super- 
visors Association of Los Angeles has 
elected a new set of officers to serve 
for 14 months, the election being made 
necessary because its official staff was 
utterly disrupted by inductions into the 
service or by promotions to general 
agency jobs. The new officers are: 
President, Don Behling, Northwestern 
Mutual Life; vice-president, Harold 
Kaye, Equitable Society; secretary- 
treasurer, Walter MHoefflin, Jr., Con- 
necticut Mutual Life. 

At the meeting general agents and 
managers were guests. Eldon Smith, 
C.L.U., first president of the association, 
read a list of 10 former members who 
had been promoted to general agents 
or managers. Louis Artz, Pacific Mu- 
tual Life, gave a short resume of the 
history of the association. 

Walter Hoefflin, Sr., supervisor of 
agencies of Pacific Mutual Life, spoke 
on “Why Not Let’s Get Selfish?” He 
said supervisors are, or should be, se- 
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Under the Social Security Act, 47 million 
American workers are entitled to Retirement 
benefits when they reach age 65, or survivors’ 
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owners and prospects put into effect a plan 
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rounded program of protection. 
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able today. 
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lected because of their record of 
achievements and their attitude toward 
and ability for training and coaching. 
Therefore, in effect, they are or should 
be considered junior general agents in 
training for general agency responsibili- 
ties. 

In a sense also they are junior or 
limited partners with their general 
agents. Partnerships that endure and 
are successful are those where there is 
utmost freedom of discussion of plans 
each is trying to 
pew the other a his respective con- 
tributions to the business. As junior 
partners it is particularly the province 
of supervisors to keep the senior part- 
ners closely informed of what they plan 
to do, what they are doing, when and 
how. 


Talk on Wisconsin State Fund 

Joseph _ Weeks, Equitable Society, 
president of the Life Insurance Cash- 
iers Association of Milwaukee, spoke 
on “The Wisconsin State Life Fund” 
at its monthly meeting. He covered the 
creation of the fund in 1911, kinds of 
policies, ages, limits, selling practices, 
investments and condition of the fund, 
which as of Jan. 1, 1941, had assets of 
$716,000 and insurance in force of 
$2,586,000. 











McLain, Zimmerman in Detroit 


DETROIT—James A McLain, New 
York, president Guardian Life, and CG. 
J. Zimmerman, Chicago, Connecticut 
Mutual general agent, will speak at the 
annual meeting of the Associated Life 
General Agents & Managers of Detroit 


April 15, Mr. McLain on “The Compa- 
nies’ War-Time Attitude Toward the 
Field” and Mr. Zimmerman on “Main- 


taining Agency Morale Under Present 
Conditions.” Assistant managers and 
supervisors will be invited to “hear the 
speakers, but will not participate in the 
election. 


Dickinson Buffalo Director 

Frank H. Dickinson, manager of 
Bankers Life Company of Iowa, has 
been elected a director of the Buffalo 





Life Managers Association, succeeding 
Elgin A. Clark, resigned. 


Consider Recruiting Problems 


J. H. Rowe, manager of Bankers Life 
of Iowa, San Francisco, will lead a 
round table discussion on “Recruiting 
and Financing Methods under Present 
Conditions” at. the March 23 meeting 
of the San Francisco General Agents & 
Managers Association. 





NEW YORK 


REAL EVIDENCE ON STAGGERING 


Revived interest in staggering the ar- 
rival and departure of large groups of 
employes, due to war conditions, reveals 
the fact that this plan has been operat- 
ing successfully for more than a decade 
in the home office of Metropolitan Life. 
More than 14,000 employes report for 
work daily in this group of buildings. 
To ease the load on transit facilities and 
on the buildings’ elevators the arrival 
and departure of these employes is 
spread over 45 minutes in installments 
of 15 minute intervals. 

The plan grew out of a survey of the 
traffic problems made under the direc- 
tion of Dr. Louis I. Dublin, third vice- 
president and statistician of Metropoli- 
tan, in the late 1920’s. At that time sub- 
way congestion, since relieved, was such 
that this stagger plan was being consid- 
ered for the entire city. 

INSURANCE IS TOPIC 

Life insurance will have a prominent 
role in two forum programs arranged 
by women’s club groups in the New 
York metropolitan area. These forums 
on money management will be held 
March 25 at the John Wanamaker audi- 
torium, New York City, and March 26 
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at the Mutual Benefit Life home office 
auditorium in Newark. At both these 
sessions R. R. Thompson, sales promo- 
tion manager, Mutual Benefit Life, will 
speak on “Social Security—the Life In- 
surance You Buy from Uncle Sam.” At 
the New York City meeting Miss 
Bertha Loheed, Provident Mutual, New 
York City, will speak on “Life Insur- 
ance—the Mobile Ally.” Miss Beatrice 
Jones, Equitable Society, president of 
the New York City Life Underwriters 
Association, will speak on the same 
topic at the Newark meeting. Miss Mil- 
dred Stone, agency field secretary Mu- 
tual Benefit Life, had charge of arrang- 
ing the programs. 


POLICIES 


Gives Agents Parts 
to Construct 
Variety of Forms 


A new multiple protection policy, fea- 
turing an unusually flexible premium 
schedule, has been released by Equit- 
able Life of Iowa. 

The new contract is in reality a basic 
policy on any permanent plan to which 
is added a 10, 15 or 20 year term rider, 
which may be in any amount up to three 
times the face of the basic contract. The 
term rider may be converted, in whole 
or in part, to a more permanent form of 
life insurance at the insured’s option at 
any time within 10 years of the date of 
issue, 

3y combining various amounts of 
term insurance with the basic policy, 
the contract can be set up as a modified 
life policy or as a step rate policy. For 
example, by combining approximately 
three-fourths basic policy to one-fourth 
term insurance (the term insurance to 
be converted to the basic policy plan 
as of attained age at the end of the 
second or third policy year) the agent 
may secure a contract approximating 
the results of a modified 2 or a modified 
3 policy. 














Tailor Made Forms 


By combining various amounts of 
term insurance with the basic policy, the 
contract may be sold as a double pro- 
tection, triple protection, or quadruple 
protection policy. 

Again, by employing a combination 
of one-third basic policy to two-thirds 
term insurance (the term insurance to 
be converted to the basic policy plan 
at attained age at the end of five years) 
the agent will get the approximate re- 
sults of a modified 5 or half-rate policy. 

Finally, by combining one-fourth 
basic policy and three-fourths term in- 
surance (portions of the term insurance 
to be converted as of attained age at 
the end of various periods) the agent 
may create a step rate policy. 

Under the multiple protection policy 
the insured can increase his premium as 
his income increases, and if he finds that 
the term insurance cannot be converted 
in accordance with his plans when the 
policy was originally purchased, the low 
cost term insurance can be continued 
and converted at some later date when 
the insured is in better circumstances 
to meet the increased premium. 


| 


United Life & Accident 
Has a New War Clause 


The United Life & Accident has 
adopted a new war rider providing that 
if death occurs while the insured is en- 
rolled in armed services in time of war 
but within the states of the United 
States and District of Columbia and 
should not result directly or indirectly 
from any act incident to war or training 
for war, the war clause will not be 
effective and the full face amount, less 
any indebtedness will be payable. The 


former rider provided for only the re- 
turn of premiums in the event of death 
under the circumstances described. In 
the event of a war caused death, pre- 
miums are returned with interest at 3 
percent. 





New Policy Dating Plan 


Minnesota Mutual Life announces 
that hereafter monthly premium policies 
will be dated as of the date of approval 
of the application at the home office. 
Previously such policies had been dated 
in accordance with the terms of the 
binding agreement. 








Northwestern Mutual Leaders 


Hobert & Oates, Chicago, led the 85 
general agencies of Northwestern Mu- 
tual Life in February in volume of pro- 
duction, with C. L. McMillen, New 
York, second. In the number of lives 
written, French & Horner of Madison, 
Wis., were first with 353, and B. J. 
Stumm, Aurora, IIl., second with 347. 

Vern. W. Huber, district agent at 
Delavan, Wis., led the company’s dis- 
trict agents in February. The individ- 
ual production leader was Henderson 
Peebles, Charleston, W. Va., in both 
volume and lives. 


New Business in Canada 
Up 16.3 Percent in 1941] 


TORONTO — New life insurance 
written in Canada in 1941 was $686,543,- 
085, an increase of 16.3 percent over 
1940, Superintendent Finlayson reports. 

Ordinary writings were $511,364,065, 
industrial $132,704,452 and group $42,- 
474,568. 

Business in force in Canada Dec. 31 
was $7,311,416,531, an increase of 4.8 
percent, including ordinary $5,499,063,- 
543, industrial $993,087,813 and group 
$819,265,175. Canadian companies have 
$4,835,928,584 and British and United 
States companies $2,475,487,947. 

Business in force of Canadian frater- 
nals was $108,538,492 and foreign fra- 
ternals $71, 532,881, a total of $180,- 
071,370. 





Uses Bicycle to Make Calls 


W. Stewart Gishler, associate man- 
ager of Union Mutual Life in Buffalo, 
has set a precedent for life insurance 
agents by adopting a bicycle for use in 
making his daily calls and also in going 
to and from work. High man in Union 
Mutual production for the entire coun- 
try last year, Mr. Gishler believes use 
of the bicycle will be adopted by many 
insurance men. 
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New Insurance purchased in 
1941 was $127,632,000, a gain of 
12% over 1940. 
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Assets $535,000,000, increase of 
$34,000,000 in 1941. More than 
double the total at the end of 1929. 

Liabilities $516,000,000, of 
which 93% are policy reserves. 


Copy of Annual Report sent 
on request. 
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NEWS OF LIFE 


ASSOCIATIONS 





Minneapolis Group’s 
45 Years Reviewed 


MINNEAPOLIS—tThe part that the 
Minneapolis Association of Life Under- 
writers, which will be host to the Na- 
tional Association in August, has played 
in the past 45 years in elevating the lot 
of the life insurance man, both locally 
and nationally, was reviewed at an “old 
timers” luncheon program. More than 
200 attended and enjoyed the remin- 
iscences of three veteran past presi- 
dents, Byron Timberlake, Harry T. 
Miller and J. Walker Godwin. 

Out of this gathering came a new 
fraternity, the Honorable Order of Bell 
Ringers, made up of past presidents of 
the Minneapolis association. Engraved 
plaques were presented to more than a 
dozen past presidents who attended the 
luncheon and will be sent to others un- 
able to be present. The presentation 
was made by President Ellis Sherman 
at the close of the program. Mr. Tim- 
berlake, who was president in 1902 and 
1903, spoke feelingly in behalf of the 
past presidents, comparing the present 
large and vigorous Minneapolis associ- 
ation to a sturdy oak which has grown 
from a small acorn. 


Entertained National in 1898 


Mr. Godwin, president in 1919-1920, 
traced the history of the organization 
and reviewed its achievements. He told 
how the Minneapolis association was 
formed in 1896 and two years later was 
host to the National association. Mr. 
Timberlake was the only one present 
who attended the banquet of the Na- 
tional association in 1898. 

Mr. Godwin recalled that in the early 
days bank clerks, street car conductors 
and even business executives were li- 
censed to write life insurance on a part- 
time basis. In an effort to correct this 
situation, he said, the association 
adopted ‘a code of ethics which later 
was copied almost word by word by 
the National association. 

“The Minneapolis association was the 
first in the country to eliminate the 
part-timer,” said Mr. Godwin. This 
rule was modified somewhat later, he 
explained, at the behest of the National 
association. 

Harry T. Miller, now of Detroit, 
president in 1917-1918, reviewing the 
work of local associations, said if they 
had not done constructive things, there 
would not be so many people in the 
life insurance business today. 

Other past presidents who attended 
were Orrin Edwards, Ralph Hambur- 
ger, Roy Lathrop, Rollo Wells, O. I. 
Hertsgaard, Paul Dunnavan, Arthur 
Hustad, Andrew Dygert, W. S. Leight- 
on and Wright Scott. 

President Sherman paid a tribute to 
the members who have gone into the 
service and announced that the execu- 
tive committee had voted to give each 
of them an honorary membership dur- 
ing the war. 

A message of congratulation was 
received from President John A. 
Witherspoon of the National associa- 
tion. 





Northern New Jersey—‘‘We in the life 
insurance business have assumed a great 
responsibility and must put every ounce 
of ability into the business,” Stuart F. 
Smith, Philadelphia manager Connecticut 
General Life, declared at a meeting in 
Newark. “Providing for tomorrow’s 
leaders and keeping the American fami- 
lies together is one of our jobs because 
the 1942 generation will be lost if pro- 
visions are not made for them,” he said. 
“A great change is taking place today 
and our method of attack must be 
changed to meet the times because of 
the war, which makes it a testing time.” 

Warren, 0.—Judd C. Benson, general 
agent Union Central Life, Cincinnati, 
and president Ohio association, discussed 
“War Morale” at a joint meeting of the 
Warren and Youngstown associations in 
Warren. 


Outline 3-Day 
Ohio State Program 


The program has now been completed 
for the annual meeting of the Ohio As- 
sociation of Life Underwriters which 
will be held in the Hotel Biltmore, Day- 
ton, May 7-9. Fern J. Blose, Equitable 
Society, Dayton, a vice-president of the 
association, has been named general 
convention chairman. Lloyd F. Martin, 
Massachusetts Mutual, Toledo, another 
vice-president, is program chairman. 
Ralph P. Grandin, Canada Life, Dayton, 
is handling the publicity. 

On the morning of May 7, there will 
be a trustees’ meeting followed by a 
luncheon. That afternoon there will be 
a training school for local association 
officers with Lee B. Scheuer, general 
agent of State Mutual Life in Cincin- 
nati as chairman. That evening there 
will be a dinner with John A. Wither- 
spoon, president of the N, A. L. U,, 
as the principal speaker. 

The next morning there will be held 
a round table breakfast of the C. L. U. 
with Frank L. McFarlane, Aetna Life, 
Cleveland, speaking on “The Part a 
C. L. U. Can Play in Our War Effort.” 
Then the sales congress will get under 
way. The speakers at the morning ses- 
sion will be Mr. Witherspoon and 
George A. Schumacher, Massachusetts 
Mutual, Cleveland, on “Programming 
Insurance Estates.” At the afternoon 
session the speakers will be C. Preston 
Dawson, New England Mutual, New 
York, and Insurance Superintendent 
Lloyd of Ohio on “Life Insurance in the 
Present Crisis.” The banquet speaker 
that evening will be Ernest Quigley, 
liaison officer of the National Baseball 
League. 

The final morning there will be three 
breakfast sessions. At the general 
agents breakfast Vincent Coffin, vice- 
president Connecticut Mutual Life, will 


give a talk on “Recruiting.”’ At the 
women agents’ breakfast, Mrs. Gladys 


Kirby of Little Rock will give a talk 
on “Preparedness Today for Tomor- 
row.” At the cashiers’ breakfast, 
Charles W. Grady, assistant auditor of 
Midland Mutual Life, will give a talk 
on “Coordinating Conservation Efforts.” 
Then there will be a business session. 
John D. Moynahan, Metropolitan Life, 
Chicago, president American 1 Bf 
Society, will speak on “Today’s Mar- 
ket.” Mrs. Kirby will give a talk on 
“Life Insurance in Action” and V. S. 
Welch, vice- -president of Equitable So- 
ciety, will speak on “Our Responsibili- 
ties Now.” There will be a luncheon of 
the Quarter Million Dollar Club with 
Municipal Judge H. G. Straub of Toledo 
giving some anecdotes of the court 
room. Certificates will be awarded to 
the quarter million dollar producers. 





Hartford Educational Meet 
Elicits Sales Tips 


At the first of two educational meet- 
ings being held by the Hartford Life 
Underwriters Association Arthur Pot- 
win of the legal department of Con- 
necticut Mutual, Dr. Albert J. Robinson, 
medical director of Connecticut General, 
and Robert U. Redpath, Northwestern 
Mutual, New York City, spoke. 

Mr. Potwin handled the war clauses, 
beneficiary clauses and taxation ques- 
tions. 

When the war clause question comes 
up, Mr. Potwin said, a good point for 
the agent to stress is the fact that the 
companies always pay. In the United 
States the face amount of a policy is 
payable, while abroad the premium plus 
interest is payable. “If the latter is the 
case, it is just like having a savings 
account,” he said. 

Dr. Robinson pointed out several 
ways in which an agent could speed up 
the issuance of an application, listing the 
following items as important: Use an 
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examiner in whom the company has 
confidence; be sure that there are no 
omissions and inaccuracies in the ap- 
plication; do not include vague and in- 
complete answers to questions; give any 
adverse information and don’t make the 
underwriter scratch to find it. The un- 
derwriter needs all of this information 
and will have to get it some place else if 
the agent does not furnish it. 

Mr. Redpath said he had come to the 
conclusion, after interviewing many con- 
cerns in other lines where he thought he 
could make a more direct contribution 
to the war effort, that the agent who 
does his job well today serves his 
country. 

Mr. Redpath urged selection of a title 
which better describes the work of the 
life insurance man than “Life insurance 
agent.” 


Indianapolis—Hugh D. Hart, vice-pres- 
ident of Illinois Bankers Life, addressed 
a luncheon meeting Thursday. 


Atlanta—W. T. Earls, Cincinnati gen- 
eral agent of Connecticut Mutual Life, 
spoke March 19 on “Life Insurance Sales 
under War-time Conditions.” While in 
Atlanta he also will speak at the spring 
conference of the Connecticut Mutual 
agency there in charge of P. L. Beasley 
Smith. 


Milwaukee—Ralph Trubey, Fargo, N. D., 
general agent of Guardian Life, spoke on 
“Life Insurance Implements Our Democ- 
racy.” President H. C. Fuller, Sr., North- 
western Mutual, announced tentative 
plans for the sales congress April 16. 
Speakers will include Lowell Schwinger, 
Northwestern Mutual, Waterloo, Ia.; C. J. 
Zimmerman, Connecticut Mutual in Chi- 
cago and past national president, and 
Paul Speicher, R. & R. Service. 


Salt Lake City—C. H. Price, Penn Mu- 
tual, spoke on “Ideas I Have Used to Se- 
cure’ Interviews.” A resolution was 
adopted disapproving of the employment 
of part-time agents. Another resolution 
endorsed the candidacy of Glen McTag- 
gart, Denver, for national trustee. John 
P. Williams, director educational advisory 
department American College of Life 
Underwriters, will speak April 16. 


Chippewa Valley (Wis.)—Edward 
Green, Milwaukee manager Metropolitan 
Life and vice-president of the Milwaukee 
association, spoke on “Why Do Men In- 
sure?” at a meeting in Eau Claire. He 
pointed out the relation between national 
defense and the personal defense pro- 
gram represented by life insurance. He 
compared insurance on property, which 
seldom results in total fire loss, to the 
need for insurance on lives, emphasizing 
that the loss of life is always a complete 
loss of earning power. Men, he said, 
should be just as sensible in anticipating 
obsolescence in their business or profes- 
sional careers because of old age and de- 
creased earning power, as they are in 
anticipating obsolescence of buildings 
and machinery. 

Detroit—-Ray H. Wertz, Michigan man- 
ager Reliance Life of Pittsburgh, has 
been named director, replacing E. P. 
Balkema, manager Northwestern Na- 
tional, whose resignation was forced by 
pressure of other work. Mrs. Florentine 
Heath, Mutual Life, chairman of the 
women’s division, also was named on 
the board, replacing R. W. Turner, Con- 
necticut Mutual, resigned. 

Nebraska—The board of directors at 
a meeting Wednesday, shaped plans 
for the remainder of the fiscal year and 
for the annual meeting and sales con- 
gress in June. 

President John A. Witherspoon of the 
National association addressed presidents 
and officers of associations from Lincoln, 
Omaha, Fairbury, Hastings, Beatrice and 
Crete, urging an all-out effort to sell 
defense bonds. 

New Jersey—John W. Wood, assistant 
manager Van Vliet agency of Prudential, 
Newark, was named chairman for the 
state convention which will be held at 
Asbury Park, N. J., June 5. 

Akron, 0.— Henry Grossman, district 
manager John Hancock Mutual Life, De- 
troit, was principal speaker at the March 
meeting. 

Cincinnati—“Dusty” Miller, well known 
banquet speaker and Wilmington, 0O., 
newspaper publisher, urged the positive 
approach. Fight and work for something 
not against things, and you will succeed, 
he said. 

Topeka—At a forum meeting under 
the direction of Paul Allen, Equitable of 
Iowa, subjects discussed were: “How 
Shall We Prospect Now?”, “Answering 


IN U. S. WAR SERVICE 


There are 593 Prudential employes in 
the armed services of the United States 
and Canada. Of these, 330 are from the 
home office, 218 from the United States 
pov staff and 45 from the Canadian field 
sta 


Richard Merryman, examiner for the 
securities division of the Iowa _ insur- 
ance department, has been inducted into 
the army at Fort Des Moines. 


A. J. O’Callaghan, assistant manager 
of the Lustgarten agency of Equitable 
Society in Chicago, has become a first 
lieutenant in the air corps and is sta- 
tioned at Wright Field, Dayton, O. 


Five men have entered service from 
the Connecticut General Life agency in 
Kansas City, of which Loren E. Reitz 
is manager. Edwin Long, Kansas City 
and Harrisonvilles Mo.; Gaylord 
Rhodes, district manager, Columbia, 
Mo., and John Baumgarten of the Co- 
lumbia office have entered the army. 
Marvin Bennet, assistant manager of 
the agency, entering service from re- 
serves as second lieutenant, has been 
promoted to first lieutenant. William 
Warner, group man of the agency, w ho 
entered the air corps as student pilot, 
has received his wings and is now a 
second lieutenant. 


Walter Klem, associate actuary of 
Mutual Life, is on leave of absence, 
having been ‘commissioned a lieutenant, 
senior grade, in the navy. He has been 
assigned to the naval air station at 
Quonset Point, R. I. Because of en- 
tering the navy he has resigned as sec- 
retary of the Actuarial Society of Amer- 
ica. Mr. Klem joined Mutual Life in 
1918, became assistant actuary in 1929 
and associate actuary in 1941. He was 
elected secretary of the Actuarial So- 
ciety in 1939. 

W. A. Jenkins, actuary of Teachers 
Insurance & Annuity, has been ap- 
pointed secretary until the annual meet- 
ing in May. Mr. Jenkins has for sev- 
eral years been chairman of the joint 
examination committee of the society 
and the American Institute of Actuaries. 











General Agents Council 


Assists Penn Mutual 


Nine general agents of Penn Mutual 
Life have been named on a committee 
whose purpose is to cooperate with John 
A. Stevenson, president, and other home 
office officials in matters of policy. The 
committee met at the home office March 
18-19 to discuss public relations, sales 
promotion activities, general service to 
policyholders and how Penn Mutual 
may organize itself to get its share of 
the business from workers in defense in- 
— The committee includes: 

Sherman, manager life depart- 
ment, AW A. Alexander & Co., Chicago; 
Phillip O. Works, Rochester, 'N. A oh F 
N. McLean, Jackson, Miss.: Fred M. 
McMillan, Los Angeles; Joseph H. 
Reese, home office agency; Seth W. 
Ryan, Detroit; Howard V. Krick, New 
Haven, Conn.; L. M. Bargeron, Birming- 
ham, and Robert P. Gygli, Columbus. 


The Hays & Bradstreet agency of 
New England Mutual Life, Los An- 
geles, ranked first in new paid-for busi- 
ness in February and also for the year 
to date. 








Present Day Objections’, and “What Are 
Our Prospects for the Future?”. Partici- 
pating were Arch Horton, W. R. Matney, 
Hd Clithero, Don Pierce, Harry Stewart, 
W. H. Waters and Roland Irish. 

Richmond—Miss Beatrice Jones, presi- 
dent of the New York City association, 
spoke at the March dinner-meeting. 

Dallas—James E. Rutherford, Penn Mu- 
tual Life, Seattle, trustee of the National 
association, will speak March 30. 

Montreal—Edwin C. McDonald, third 
vice-president and general manager of 
Metropolitan Life in Canada, spoke 
March 18. 
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PROOF OF THE PUDDING 


Gratifying evidence of its long policy of 
friendliness comes year in and year out from 
Fidelity managers, agents, and policyholders 
to prove that it still holds its reputation for fair 
dealing. It is a measure of successful man- 
agement which is highly important. 


Fidelity operates in thirty-six states_ includ- 
ing New York and the New England states, 
with the wide range of policy forms neces- 
sary to meet present day needs. Large 
enough to command prestige, it is small 
enough to maintain the common touch. As 
of December 31, 1941 it had more than $382,- 
000,000 of insurance in force. 


yf 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 














20 


Companies Wary in 
Recruiting Those 
Displaced by War 


NEW YORK—Although many sales- 
men have been forced out of their jobs 
through the wartime restrictions imposed 
on various industries such as automo- 
biles, refrigerators, typewriters, office 
machines, and the like which use essen- 
tial materials, no mass recruiting from 
these sources is being done by life insur- 
ance offices. The same care that is gen- 
erally used in selecting new men is being 
applied and there is no rush to take on 
these men unless they have the right 
qualifications, even though a number of 
agencies recruiting has become a press- 
ing problem to replace agents called into 
military service and those who have left 
to enter defense industries. 

Experience with a large group of au- 
tomobile salesmen, for example, would 
probably be close to that of a similar 
group from any other business, which 
would tend to approximate the general 
average for all groups unless discrimina- 
tion was shown in inducting the men 
into life insurance. Some agencies have 
had satisfactory results from automobile 
salesmen and others have not. The bare 
fact that a man has successfully sold au- 
tomobiles is no indication he will succeed 
in selling life insurance. 

In at least one large company, general 
agents have been advised to look for 
new men, among those displaced by war 
time economy, in the smaller cities and 
towns where the relationship between 
the salesman and customer is apt to be 
more of a personal nature and where 
persons in the moderate income brack- 
ets are generally found. 

Outside of the business it is generally 
felt that life insurance is a difficult field 
in which to get established and many of 
the men who are out of jobs because of 
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A. H. Hiatt to 
Minneapolis Post 


Alfred H. Hiatt, Jr., superintendent of 
agencies of Aetna Life, has been ap- 
general agent in 


pointed central and 





A. H. HIATT 


northern Minnesota with headquarters 
in Minneapolis, effective April 1. Mr. 
Hiatt entered the life insurance business 
in 1924 and joined Aetna Life a year 
later. He was transferred to Chicago 
in 1929 and six years later was shifted 
to the home office as assistant superin- 
tendent of agencies. He became super- 
intendent of agencies four years ago. 

In Minneapolis Mr. Hiatt succeeds F. 
E. McMahon, who is transferred to Bos- 
ton as general agent. 


the war conditions are likely to feel that 
it is something to take up as temporary 
stop-gap until the emergency is over. 
After considerable time and money have 
been spent in training these men and 
getting them established, they are apt to 
return to their former work. 

There is a tendency to take older men 
into the life insurance ranks. Owners 
and operators of businesses which have 
been forced to close up because of the 
war are generally regarded as more de- 
sirable timber for life insurance They 
are apt to be men with responsibilities 
and their background has been such as 
to make them good life insurance ma- 
terial. They are not as likely to leave 
the business as soon as times get better. 
The are likely to have some reserve to 
fall back on in the breaking in period. 
Older men do not usually produce the 
volume that a younger man might 
achieve, but they will probably be more 
reliable and steady in the long run. 

Some general agents are giving seri- 
ous study to the question of recruiting 
women as agents on a big scale. How- 
ever, here again the question of perma- 
nency arises. There are few women 
who plan on permanent careers rather 
than homemaking. 

Recruiting is a live subject at present, 
and there appears no desire to let down 
the standards of selection for what may 
prove to be only a temporary gain. Gen- 
eral agents want no one who plans to 
quit the business as soon as normal 
times return. The companies do not 
want representatives who leave the busi- 
ness_ as soon as a better offer presents 
itself. 





Bonus To Tenants For Good Crops 

DES MOINES—The Equitable Life 
of Iowa will reward its farm tenants 
who do a good job of raising crops this 
year by special bonuses in defense bonds. 

The farmer whose corn yield in 1942 
is three bushels over the average of the 
last two years will receive a $50 bond: 
six bushels, $75; nine bushels, $100. 





Pacific Mutual Reports: 





PACIFIC MUTUAL LIFE INSURANCE COMPANY 
HOME OFFICE; LOS ANGELES, CALIFORNIA 
CONDENSED BALANCE SHEET— DECEMBER 31, 1941 


(Combining: Participating Life, Non-Participating Life, Accident & Health 
and Corporate Departments) 
ASSETS 


Gashiin)Banks. ....« « «© « « » « °@ 2,680,492:50 


Bonds. <ss we 6 oe es ele Se OB OEIISZSD 
Mortgage Loans . . . .. ~~ ~ - ~ 101,603,050.48 
Stocks and Collateral Loans . . . . . 3,045,263.98 
Real Estate (Including Home Office) . . 17,767,881.61 
Loans on Policies and Other Assets . 29,495,425.41 
Interest, Rents and Premiums Due . 5,265,345.67 


HOTAL) 2 5 6s . $254,848,644.45 


LIABILITIES 


Policy and Claim Reserves . . . . ~ ~ $234,223,570.78 
Policyholders’ Funds ....... - 7,883,742.64. 


Reserve for Taxes . . . 1 6 5 © «© » 642,266.00 
Other Miabilities «. .« . «© « w *« % 1,556,895.95 
Asset Contingency Reserve . ..... 2,932,220.00 
Participating’ Surplus... « 6 «6 « « 324,957.10 
Capital and Corporate Surplus . . . . 7,284,991.98 

TOTAL . . . « «© 6 eo © + $204,848,644.45 


FINANCIAL STRUCTURE—The business of Pacific Mutual Life Insurance Com- 
pany is conducted in three Departments (Participating Life, Non-Participating 
Life, and Accident and Health). The assets are held to secure their respective 
obligations as fully as if each Department were a separate company. The owner- 
ship by the Separate Departments of the Assets described in the Consolidated 

Financial Statement is: 

- $160,251,215.90 
62,314,686.51 
24,997,750.06 

7,284,991.98 


Participating Life Department 
Non-Participating Life Department 
Accident and Health Department e 
Corporate—applicable to all Departments . 


TOTAL . . . . . . . + $254,848,644.45 











HIGHLIGHTS OF 1941 


ee ee | Se ee ee eee $ 7,723,850.68 
Paid to Policyholders and Beneficiaries During 1941.............  19,759,527.16 
Total Life Insurance in Force December 31, 1941............... 596, 126,000.00 
foctease tm fasarance it POtCe. ... 0005s cc cccevenrscsscncernees 8,226,000.00 
42,638,000.00 


March 20, 1942 





rat COLUMBIAN NATIONAL 


LI 


of 


fee URANCE COMPANY 


Massachusetts 


FE 


Boston, 


. _onrgance 
¢ life insuram 
0 


rs of the always had 


Owne 


: cost. 
in the eat possible 


the 


seek 


p clicyholder® . 


el 
\ cpent 
Lure Aca ance, A 
aed rz 



















A New England Pere 








XUM 


42 





XUM 


LIFE INSURANCE EDITION 





March 20, 1942 


21 





LEGAL RESERVE FRATERNALS 





Plan Fraternal 
Week May 4-9 


Plans for the nation-wide observance 
of National Fraternal Life Insurance 
Week May 4-9, began to take concrete 
shape at a joint meeting of the Na- 
tional Fraternal Congress committee in 
charge of the observance and the execu- 
tive committee of the Illinois Fraternal 
Congress held in Chicago. 

Chairmen for five key state observ- 
ances were selected, these being: Wis- 
consin, S. A. Oscar, secretary National 
Mutual Benefit, Madison; Pennsylvania, 
S. A. Hadley and F. A. Service, presi- 
dent and field manager, respectively, of 
Protected Home Circle, and Francis 
Taptich, president United Societies of 
the Greek Catholic Religion, McKees- 
port, Pa., co-chairmen; Texas, Dora Al- 
exander Talley, president Woodmen 
Circle and Jeanie Willard, its editor, co- 
chairmen; Oregon, Mrs. Minnie Hiner, 
head of Neighbors of Woodcraft, Port- 
land, and Illinois, C. D. DeBarry, direc- 
tor of sales Catholic Order of Foresters, 
Chicago, chairman of the National Fra- 
ternal Week committee. 


Illinois Dates Are Set 


Dates were set tentatively for four 
meetings to be held in Illinois during 
Fraternal Week; Rock Island May 4; 
Chicago May 5; Springfield May 6; Peo- 
ria May 7. Mr. DeBarry will be chair- 
man of the Chicago observance; O. E. 
Aleshire, president Modern Woodmen, 
and Mrs. Grace W. McCurdy, head of 
Royal Neighbors, probably co-chairman 
at Rock Island; V. J. Donnan, district 
manager Maccabees, Peoria chairman, 
and Mrs. Huldah Donohue, manager 
Woodmen Circle, chairman at Spring- 
field. 

It was tentatively decided to hold one 
large gathering in Chicago in which all 
societies will participate. The finances 
will be handled by seeking contributions 
from societies and the Illinois congress 
probably will assist by a donation. 

Mr. DeBarry presented a rough draft 
of a proposed governor’s proclamation to 
be sought in all the states. A feature of 
the week’s observance will be distribu- 
tion of a pamphlet containing a list of 
cooperating societies and the names of 
many prominent people who belong to 
the fraternal societies. 


Defer Other Illinois Plans 


Russell Matthias, secretary Illinois 
congress, proposed that the congress not 
hold a fall meeting, nor sponsor this year 
the proposed youth movement in Illinois 
because of the war emergency. This ac- 
tion was tentatively approved. 

In a joint meeting Mr. DeBarry and 
Walter C. Below, president Fidelity Life 
and head of the Illinois congress, were 
co-chairman. The congress committee 
also conducted a _ business meeting. 
Those attending besides Messrs. De- 
Barry, Below and Matthias were F. F. 
Farrell, manager National Fraternal 
Congress; Harold Allen, editor Fidelity 
Life; W. A. Schultz, manager Aid Asso- 
ciation for Lutherans, Chicago; W. E. 
Mooney, Chicago, Woodmen of the 
World, Omaha; H. R. Freitag, publicity 
director Modern Woodmen; H., A. Mit- 
chell, field manager Equitable Reserve, 
and H. A. Reise, consulting actuary. 





Cal. Lodge Is Held Exempt 


Golden State lodge No. 29 of Moose 
was held by Superior Judge Sheldon in 





THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller 
Supreme President 


Frances D. Partridge 
Supreme Secretary 


Port Huron, Michigan 


Los Angeles not to be subject to sec- 
tions 10490-10501, of the California in- 
surance code which was adopted by the 
legislature in 1941, and became effective 
last September. Commissioner Cami- 
netti in August notified all fraternal so- 
cieties they would have to secure cer- 
tificates of exemption from his depart- 
ment showing they were not conducting 
an insurance business or else be re- 
quired to incorporate and come under 
the department’s jurisdiction, the same 


as other insurers. D. S. Hurley, secre- 
tary of the Moose lodge, and others 
complained that the sick benefits would 
be jeopardized if the law were so 
applied. 





Royal League Councils Plan 
Service Men’s Benefits 


Royal League of Chicago has initiated 
a new patriotic activity for members in 
the armed services. Local councils in 
the Chicago area will meet and have 
amateur home talent nights. The admis- 
sion fee will be shaving cream, razor 


blades, toothpaste, candy, cigarettes, 
books and games, which will be as- 
sembled into “Victory” packages and 
forwarded to members in service. Suit- 
able prizes will be offered contestants 
in the amateur entertainment, who must 
either be members or relativs of mem- 
bers. 

The new activity is being carried out 
under the direction of Fred A. Johnson, 
vice-archon and general organizer, and 
managed directly by Alex Trostrud, pub- 
lic relations director. 

Royal League also has added a service 
pledge to its ritual in which members 
agree to give alert devotion to the cause 
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LUTHERAN BROTHERHOOD 


Legal Reserve Life Insurance for Lutherans 


Herman L. Ekern, President 


HOME OFFICE, 608 SECOND AVENUE SOUTH, MINNEAPOLIS, MINNESOTA 


The Lutheran Brotherhood is composed of Lutheran Men, Women and 
Children owning 76,613 life insurance contracts. 
Lutheran Brotherhood, they own the Lutheran Brotherhood and they alone 
receive the profits of the Society. There are no stockholders. 
in the United States and Canada are eligible for membership. 


These people are the 


All Lutherans 





ASSETS LIABILITIES 
First Mortgage Loans: Reserves on Policies and Annuities......... $10,303,283.20 
ae O69 $ 2 " Held in reserves required by statute for the pay- 

City FEREES EEG ES SS CURE MAG CSS ( 32.967) > 4,421,201.07 one of heneiin ovemieed our oellestalbure. laa 

SET Me aera ( 26.53%) 3,559,216.33 = Advance Premium Resetve......<000. rr 375,139.54 

Church Nee) SOME IE ee TT ( 5.48%) 735,789.67 Amounts deposited in advance for payment of tuture 

premiums, 
Bonds: Dividends Left at Interest and Dividends 
U. S: Government... ...6....- ( 3.04%) 408,101.16 Pg bog eva awa nun ca wa caae a ieawnen cae 710,124.80 
*Other Government, State & Resasves on rpenmirae: $8 vuwcipsasseovestanies 99,947.07 
o.38 a a - 4 serves ~ ~ y Statute tor the pa e 
Municipal ..........0c0eeee (24%) UM Pion nee ee 

Public Utilities ............... ( 0.29%) 39,008.31 Present Value of Death Claims Payable in 

Railroads ...........0ccee eee ( 0.44%) 58,334.51 _,, Installments by Request.................. 164,995.28 
edtce Kaa ( 12.54%) 1.682.672.92 Present Value of Disability Claims Payable 

’ See et ere quel on sh : MP TONNES Keo stcccnniscraseseascensss 202,741.63 
Cash teeeeeeecseceees seeerecees ( 2.57%) 344,172.12 Death Claims Awaiting Proof............... 15,599.00 
Premiums Due and Deferred and Miscellaneous Reserves ................000% 182,820.42 

MiscellandGus: 2.250022 sc nces es ( 2.70%) 362,646.65 ; nee py ose rence 
Real Estate LE re ( 0.69%) 92,462.76 ; Total Liabilities Mae AG aah Maeda ee ea ee ae $12,054,650.94 
Real Estate Sold Under C wat Gal 54,976.94 Surplus to Policyholders.................... 1,360,394.36 

€al Estate Sold nder Contract ( . Jo) 94,770. (Including Asset Fluctuation Fund of $45,000.00) 

Total Admitted Assets........ (100,00%) $13,415,045.30 | ny aE err $13,415,045.30 
Solvency: Malice fecrncrcescctacovnvesaenedseitautwen Ratio 111.44% INSURANCE IN FORCE Number Amount 
Wnitetest: Bane? aoc ic bcc ccccincdvccas venvvecceccsc NG Mae 4015 —_ y Deseo ast vesasexei eres $69,868,751 
Actual to Expected Mortality............0c0ceseeees Mae EN rerio nieteeiceresness ea | Aes 
*Bonds with a market value of $106.340.00 are deposited with Govern- 
ment and State Departments as required by law. WOMEN G tN act acosacaceed cade tbdeuKeadeataaxe 76,613 $82,385,802 








SUMMARY of GROWTH and PAYMENTS to POLICY HOLDERS 











Ins. in Force Admitted Assets Surplus Interest Earned Death Claims Divs. Paid 
MP ocwse cao eees $ 676,500.00 $ 6,735.09 $ 1,331.47 $ 68.96 2 0 ere 
BURN Sclsterecne cee ecaes 2,193,500.00 47,943.34 16,095.95 1,522.17 2,000.00 $ 935.91 
AD oe cra wearclcwewsns 4,112,500.00 237,789.34 61,282.75 10,779.18 10,000.00 6,071.94 
1 OG gear eeeene epee 14,898,265.00 640,589.94 95,773.04 25,215.02 21,000.00 14,586.01 
1 7) SA ae eee eae 31,782,650.00 1,781,500.70 178,485.20 80,192.30 57,409.42 63,141.05 
| 03 7 SERGE et ae eee 40,977,778.00 3,669,975.61 357,610.74 172,518.42 91,215.00 118,964.27 
1040 5 eee ee seat 51,028,342.00 5,559,928.85 469,920.35 235,056.19 154,887.87 135,199.49 
1D GS yeaa tear peta 65,334,512.00 8,737,365.36 849,938.34 379,217.56 148,242.00 214,094.96 
| DSO oreo 74,888,463.00 11,457,782.59 1,156,215.74 460,916.67 203,143.00 263,783.36 
jt) ame ha aeir 82,385,802.00 13,415,045.30 1,360,394.36 594,961.87 181,558.06 310,169.86 
HIGHLIGHTS of 1941 STATEMENT 
GAIN IN LIFE INSURANCE IN FORCE FOR 1941.20.00 ec ccc cece ee. $7,497,339.00 
GAIN IN ASSETS FOR 1941......... Pea eda eied aeeia os setter ek RES | 957,262.71 
PAID TO POLICY OWNERS IN 194! 
re 5 5): 25ers SAU gd. so eae aces, ... .$181,558.00 
Wamey Wer City Wiley Chmmares . ww ccc cent tens cnc aes 577,728.08 
ee ee ...... $759,286.08 
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of freedom and dedicate word and ac- 
tion to support of the government, 
President and country. 


Woman’s Benefit Illinois 
Force Holds Convention 


Woman’s Benefit held its Illinois state 
convention in Chicago for three days last 
week, winding up with a youth conven- 
tion which was attended by young 
women, girls and boys. About 600 dele- 
gates, alternates and visitors were pres- 
ent. 

The head office was represented by 
Mrs. Bina West Miller, president, who 
Was accompanied by her secretary, Miss 
Agnes Koob. Mrs. Miller addressed the 
convention. Mrs. Murrea Mann of Chi- 
cago, who is in charge of the state, pre- 
sided. 





Fidelity Life Makes Gains 
in 1941, Below Reports 


Fidelity Life of Fulton, Ill., made a 
membership gain of 2,651 last year and 
insurance in force rose to $53,184,758, 
gain $1,484,884, President Walter C. 
Below reported. New insurance totaled 
$5,589,600, increase $656,000. 

Steady progress was made in the financial 
structure. Assets reached $11,922,117, 
gain $234,716. 3onds, including gov- 
ernment, state, municipal, revenue, etc., 
aggregated $7,150,877, increase $352,427. 
Real estate first mortgages amounted to 
$1,704,016, increase $120,350. Real es- 
tate holdings were reduced by sale to 
$665,471, including the home _ office 
building. 

The net interest rate earned was 4.30 
percent, and mortality ratio was 63.2 
percent of expected, an improvement of 
1.7 percent. 

Members and_ beneficiaries received 
$1,006,973 benefits, increasing total 
benefits paid since organization in 1896 
to more than $35,000,000. 





Elie Vezina, who retired recently as 
secretary of l’Union Saint-Jean-Baptiste 
d’Amerique, died in Woonsocket, R. L., 
at the age of 72. He was a knight of the 
Papal Order of St. Gregory. Mr. Vezina 
was born in the Province of Quebec and 
for many years was a newspaper editor, 
having been editor of the French lan- 
guage newspaper “Le Courrier de 1’IIli- 
nois” in Chicago. He was a chevalier of 
the French Legion of Honor, an officer 
of the French Academy and was ap- 
pointed in 1930 by President Hoover on 
a commission to study conditions in 
Haiti. 

Otto C. Durr of Aid Association for 
Lutherans, Appleton, Wis., has been 
awarded the fraternal insurance coun- 
sellor’s degree by the Fraternal Field 
Managers Association. 


Suggests Substitute for 
Term “Legal Reserve” 


J. Stanley Edwards, veteran Denver 
general agent for Aetna Life and a 
former president of the National Asso- 
ciation of Life Underwriters, expresses 
interest in the idea of devising a term 
of greater descriptive power to take the 
place of the entry “legal reserve” in a 
life company statement. 

Mr. Edwards asks: “Why not say 
Foundation Claim Fund or Policyhold- 
ers’ Claim Fund? 

“Of course, the word claim should be 
understood in its broadest sense, includ- 
ing not only death claims but cash or 
loan values or other policyholder lia- 
bilities.” 


Williams To Visit Dallas 


John P. Williams, educational direc- 
tor American College of Life Under- 
writers, will be in Dallas, March 26. 
He will be principal speaker at a joint 
luncheon of the Dallas and Fort Worth 
C. L. U. chapters. H. S. Miller, Jr., 
Bankers Life, Dallas chapter president, 
is in charge of arrangements. 





HieNATIONAL UNDERWRITE 


Margin for Life Insurance 
Is Greater, Fischer Says 


After Careful Study 


OKLAHOMA CITY—From the es- 
timated national income of $113,000,000,- 
000 this year, over $15,000,000,000 net 
surplus will remain, after allowing 50 
percent for living and current expenses, 
25 percent for taxes, and 10 percent for 
defense bond purchases, C. O. Fischer, 
vice-president Massachusetts Mutual, 
said in a talk to business and profes- 
sional men here. Fourteen million fam- 
ily units representing 35 per cent of the 
population will have incomes of $1,980 
to $3,710 this year, compared with $1,000 
to $2,000 in 1935-36. Other families, rep- 
resenting 11 percent of the population, 
will earn $3,720 to $4,900, against $2,000 
to $3,000. 

In only 19 of the past 151 years, he 
said, has the price level been above that 
of 1926, which economists think of as 
normal. 

Mr. Fischer said that a new financial 
and living philosophy is taking root and 
growing. Economical living is becom- 
ing popular. America is learning to con- 
sume to live, rather than live to con- 
sume. Family budgets are being ad- 
justed downward. 

3usiness today must contribute to the 
prosecution of the war program if it 
is to enjoy public favor. At the end 
of last year, $6,400,000,000 of life insur- 
ance funds were invested in obligations 
of the United States and this is being 
increased in 1942. 





Gettys and Pfeil Head 
Equitable’s Group Club 


John E. Gettys, supervisor in the 
E. R. Jeter agency of Equitable So- 
ciety at Rock Hill, S. C., has _ been 
elected president of the Group Million- 
aires’ Club, an organization of 240 
Equitable agents who have written 
$1,000,000 or more of group business in 
one or more calendar years. John M. 
Pfeil, supervisor of the Edward A. 
Woods Company, Pittsburgh, was 
named vice-president. 

Mr. Gettys has written more than 
$1,000,000 of group insurance in each of 
10 years since 1924, including 1941. 

Mr. Pfeil, the first president of the 
club when it was organized in 1934, has 
qualified as a group millionaire 19 con- 
secutive years, beginning in 1924, his 
first full year with Equitable. 

Six new members were elected to the 
board of governors for two years: Dana 
Reynolds, Tulsa; J. W. Cooper, Hen- 
derson, N. C.; C. S. Moore, Fort 
Worth; W. H. Sargeant, Providence, 
R. I.; T. J. Brownlee, St. Louis, and 
F. X. Shields, New York. 

In 1941 39 Equitable agents qualified 
as members. This was a high mark 
in new members since the club was 
organized in 1934. 





Must Maintain Economic Front 
LINCOLN, NEB.—John A. Wither- 


spoon, president National Association of 
Life Underwriters, addressed a public af- 
fairs luncheon given by the insurance 
subdivision of the Lincoln chamber of 
commerce, stressing particularly the nec- 
essity of the nation maintaining an eco- 
nomic front as well as a shooting front. 
He urged full cooperation with govern- 
ment plans for financing war costs, 
which he said have not yet been given. 
With consumers’ goods limited during 
the duration and the national income ris- 
ing, he estimated that there would be at 
least $5,500,000,000 for professional 
services. 

Insurance Director Fraizer said his 
contacts with Nebraska life men con- 
vinced him that the high ethical stand- 
ards of salesmanship and underwriting 
established by the National associaton 
are conscientiously followed. The result 
has been to make them specialists in 
what has become a profession. They 
are doing their full duty and sending 
a full quota to don uniforms. 
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Ramsey Now Production 
Manager for Parsons 


James F. Ramsey has joined the Bruce 
Parsons agency of Mutual Benefit Life 
in Chicago as production manager of the 
One LaSalle street agency. 

Mr. Ramsey goes from the post of 
Chicago general agent of Home Life of 
New York. He has a background of in- 
surance training and experience dating 
back to his days in Drake University, 
from which he was graduated in 1929 
with a B.S. degree. He majored there 
in investments. Mr. Ramsey sold life 
insurance for Central Life of Iowa while 
in college to supplement his income. 

He became a full time agent with 
Central Life and within six months was 
appointed general agent. In 1933 he was 
appointed district agent of Connecticut 
Mutual Life, remaining for two years. 

He went to Home Life in 1935 as 
agency field assistant remaining there 





for a year then in October, 1936, was 
appointed general agent in Chicago. He 
there built an agency from scratch that 
after two years has not ranked below 
10th among the company’s agencies. For 
two of the last three years it has won 
the home office plaque for largest per- 
centage of agents paying for around 
$150,000. 

Mr. Ramsey’s reason for making the 
change was to permit himself the pos- 
sibility of lattitude for leadership and 
recruiting abilities with a larger agency. 
The Parsons agency stands second 
country-wide in Mutual Benefit. 

Mr. Ramsey received the C.L.U. desig- 
nation in 1939, is a director of the Chi- 
cago Association of Life Underwriters, 
and membership chairman. 

Graeme H. Smith, million dollar 
writer, tax consultant and counsellor, has 
joined the Hintzpeter unit of the Par- 
sons agency, which is managed by E. C. 
and E. D. Hintzpeter. Mr. Smith has 
had 13 years’ life insurance experience. 
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Royal Neighbors of America was chartered in 1895 with a member- 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1942, 
camps, 
$354,739,493; admitted assets, $84,273,554, and claims paid, $116,399,691. 

This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. This pinciple was firmly planted 
by its founders and has been a guiding light for 47 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of camp 
activities, financial aid from its fraternal fund for needy members and 
benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded by 
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Ahead There Lies Sacrifice for All of Us! 

But It’s Our America—Let’s Keep It Free! 
We Have a National Unity Now 
that Should Make Every American 
regard It as a Privilege to Seive in Some Capacity, 
His Country—the “Land of the Free." 

LIFE INSURANCE COMPANIES ARE GIVING SERVICE 
—__<———— — 


EQUITABLE RESERVE ASSOCIATION 


Neenah, Wisconsin 
For Field Work—Write H. A. Mitchell, Field Manager 
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Professional Status Demands 


Advice Be Sound, Unseltfish 





If agents today are selling on a pro- 
fessional basis as they claim, C. Petrus 
Peterson, general counsel Bankers Life 
of Nebraska, told the Saturday Forum 
of the Chicago Association of Life 
Underwriters, they ought to be, and 
sometime may be, sued for malpractice 
when they do a job wrong. If they are 
professional people they ought to know 
what to do. There is today a responsi- 
bility imposed on them. 

“Tf you are as important as you think 
you are,” he said, “society will find a 
way to impose that responsibility on 
you.” Mr. Peterson said the people 
need help to think today. Their tax 
problems are increasing in number and 
magnitude. By about 1944, according 
to the best estimates, the American 
people will have only 35 to 40 cents 
left of their dollar to spend. The bal- 
ance will be used by society in other 
fields. The problems which this creates 
will be increasingly vital to those who 
have a little property, rather than to 
those who have a great deal. 


Scores Half-Baked Advice 


“The biggest hazard is the half-baked 
ideas on the part of some life insurance 
people,” Mr. Peterson said. “The first 
requisite in giving proper service to the 
public is to know what the client’s 
problems are. This requires that we 
dig out the facts, even if they are ugly. 
To do so demands that we have the 
confidence of our clients. This never 
can be established by a bag of tricks. 
There is no one smart enough to build 
confidence out of cleverness. 

“We must be more interested in 
being right than in selling. We must 
know the social trends, know what can 
be done with what we have to sell. 

“Don’t try to have the wisdom of 
divinity as to what is to happen tomor- 
row. Tie things down.” 

Mr. Peterson said life insurance peo- 
ple must recognize there has been a 
fundamental change in the American 
way of life, in the set-up of the family. 
When he was a boy in Nebraska, Mr. 
Peterson said, he experienced the pio- 
neer’s life of a meager diet. The home 
was heated in the winter time with corn 
stalks and buffalo chips, but, he said, 


the family never lacked security. The 
family was a productive unit, each 
member being trained to do one or 


more things essential for the family life. 
Privation Just Around Corner 


“We have traded that for a job,’ Mr. 
Peterson said. “The week after the 
job is over, the family is likely to be 
in trouble; we can be as badly off as the 
frontier family was when a blizzard 
blew the roof off the house. 

“Life insurance men are not paid a 
nickel for anything they deliver. They 
are paid only for their ideas, and they 


don’t justify their compensation unless 
they supply ideas.” 

He pointed out that the average mod- 
ern family is helpless to provide the 
essentials of living such as was com- 
paratively simple for the pioneer family. 
Money earned in the job serves as a 
connecting link between modern labor 
and the living essentials such as food, 
clothing and shelter. That is why life 
insurance is so vitally important to all 
families today. 

“The law of the survival of the fittest 
is a cruel law,” Mr. Peterson said, “but 
it does not necessarily mean the sur- 
vival of the strongest, but only those 
best able to adjust themselves to chang- 
ing environments.” He cited the pre- 
historic dinosaurs of midwestern United 
States which had great size, strength 
and armor but died around the water- 
holes when something happened to the 
environment. “I suspect we will find 
in the economic history in the future 
some of the giants of today were unable 
to adjust themselves and died. 


Unselfishness First Requisite 


“To belong to a profession requires 
complete subordination of self into the 
problems of someone else. Those who 
get their clients out of trouble the 
quickest have the best income. This 
applies to doctors, lawyers, and equally 
to life insurance salesmen.” 

L. M. Buckley, New England Mu- 
tual, discussed planning the average life 
insurance program, giving his well 
known talk, “The House of Buckley,” 
in which he explained how he devel- 
oped his own personal program. He 
stressed that the proposal be prepared 
from the client’s viewpoint. This carries 
greater conviction. 

Mr. Buckley makes only a brief pre- 
liminary survey for prospects but offers 
his complete service with detailed estate 
analysis and recommendations to 
clients. To do otherwise, he believes, 
is to operate unprofitably. His pro- 
posal contains a letter in layman’s lan- 
guage which explains the plan sug- 
gested. 
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Sales Opportunities 
in 1942 Viewed by 
Philip B. Hobbs 


CLEVELAND—Speaking before the 
Cleveland Life Underwriters Association 
on “The Four Essentials for 1942,” 
Philip B. Hobbs, Chicago manager 
Equitable Society and National Associa- 
tion trustee, painted a comprehensive 
picture of what lies ahead. Although the 
basic selling characteristics of 1941 and 
1942 are much the same, the main dif- 
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Policy holders enjoy the advantages of ''Perfect Protection''—Occidental's exclusive 
& feature that pays disability from the first day, irrespective of cause. Needless to 
say, Occidental field men have an added feature to offer prospects. Thus, every- 


one is happy. 


OCCIDENTAL 4 


INSURANCE COMPANY 


Laurence F Lee, President 





RALEIGH, 


NORTH CAROLINA 


ference between the two years is the 
transition from “short of war” to 
“war to win,’ he pointed out. “Just as 
before, it is necessary to believe in your 
product to win success. Life insurance 
men have the same needs as other peo- 
ple and they should demonstrate their 
faith by buying.” 

The life span of the average person 
is getting longer, which means that he 
will have to prepare sooner for longer. 
“Do you believe that the man of 60 or 
65 today will hold his job when the boys 
come back? There should always be 
preparation for retirement,” he said. 

Life insurance is the poor man’s bank. 
Since it is the greatest cooperative form 
of investment ever offered, it is in di- 
rect trend with the times. 

The man who keeps putting off life 
insurance until spring, until after the 
new tax bills come out, the 13th month, 
etc., should be dropped from the pros- 
pect list. 

War helps as well as hurts national 
economy. “Today, we should sell life 
insurance as a protection because it is 
a necessity in this field. There is noth- 
ing else which will do the job. Further- 
more, the protection story lends itself to 
motivation. 

“Men who have been found to have 
slight impairments as the result of draft 
examinations, may well be examined for 
insurance. Often the impairment is such 
that it will not prevent passing the in- 
surance examination. In fact, get any- 
one examined who will agree to see 
the doctor. 


Use Strategy in Selling 


“Use strategy in your selling. There 
are no war clauses in the policies yet 
for non-combatants but they may come 
later. Actuaries are trying to protect 
the present policyholders and not to let 
in new hazards. The 21 to 35 group in 
the draft, where many are deferred be- 
cause of dependents, makes a natural 
field for life insurance prospects. Then 
there are certain fields of business which 
are booming today. Be clever and go 
after your prospects in these fields— 
butchers,. newspapermen, doctors of an 
older age, dentists in the same bracket, 
laundrymen, real estate men, druggists, 
theater men, radio dealers, bowling alley 
operators and a host of others. The 
people who have the money are the log- 
ical ones to call on. New industries and 
products are coming along and the busi- 
ness prospects may be bright for some 
time to come.” 

It is estimated that the national in- 
come will reach $105,000,000,000 in 1942. 
This will be more than consumer goods 
can take up. To prevent inflation there 
should be something to take up the 
money. Insurance may well be it, Mr. 
Hobbs said. 





Blanks Committee to Meet 


The committee on blanks of the Na- 
tional Association of Insurance Commis- 
sioners will hold a meeting at the Hotel 
Commodore, New York City, May 4-6. 
Walter A. Robinson, actuary of the 
Ohio department, is chairman. 


Steiner's $13,267,737 in 
1941 Makes Him a Leader 








HARRY STEINER 


Harry Steiner, associate manager of 
the Lustgarten agency of Equitable So- 
ciety in Chicago, paid for $13,267,737 of 
business last year, including $6,123,392 
ordinary and annuity business in 131 
cases and $7,144,345 group insurance. 
He put in force about $300,000 of pre- 
miums on an annual basis, including 
$168,000 in annual premium annuities 
and $26,000 in ordinary insurance. The 


group premiums, including protection 
against life, accident, dismemberment 


and hospitalization, are estimated over 
$100,000 annually. 

Mr. Steiner paid for $760,824 ordinary 
insurance and $5,416,568 annuities. He 
is a life member of the Million Dollar 
Round Table, having paid for a million 
every year except in 1932 for the last 15 
years. Mr. Steiner paid for a million in 
his first full year with the Equitable. 

He also qualifies again for the Equi- 
table Group Millionaires Club and Mil- 
lionaires Club, the latter on the basis 
of his ordinary production. He placed 
very high among the Equitable’s leading 
salesmen in 1941. Mr. Steiner is a C.L.U. 


Granquist Goes to Mutual 
NEW YORK—Bertram F. Granquist, 


for the past 12 years agency assistant 
Equitable Society’s home office, has 
been appointed assistant to J. Roger 
Hull, vice-president and manager of 
agencies of Mutual Life. Mr. Granquist 
entered the business with Equitable in 
1923 in its Chicago cashier’s office. In 
1926 he became office manager of the 
Patterson agency, its leading Chicago 
office. He went to the home office in 
1926 as agency assistant. Mr. Granquist 
is a native of Chicago and was grad- 
uated from the University of Chicago. 
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Rehabilitation of Many 
Heart Patients Possible 





(CONTINUED FROM PAGE 2) 


There is no hard and fast rule that can 
be followed. 

Angina pectoris is one of the com- 
mon results of coronary disease. How- 
ever, here again such a diagnosis does 
not necessarily indicate total disability. 
With proper medical management, such 
a patient can go on for years in cer- 
tain types of jobs. 

Another phase of coronary disease is 
acute coronary failure. The effects here 
are more severe but still are not per se 
indicative of total disability. The situ- 
ation has to be estimated and handled 
on its merit, and a response to a work 
test is very important. 

Myocardial infarction is a_ serious 
result of coronary disease. However, 
approximately 75 percent do survive the 
first attack, and the majority of these 
are capable of being returned to some 
sedentary occupation. 

While there are those who, having 
heart disease, must be diagnosed as to- 
tally disabled, Dr. Priest reiterated that 
except in a few obvious cases, the 
test of work should be given. 

Discrepancies between the insurance 
medical examiner’s and doctor’s find- 
ings sometimes bewilder the applicant 
but are explainable, he said. The in- 
surer is governed by mass experience 
and statistics and the doctor by in- 
dividual diagnosis and ability to man- 
age that individual. 

It is possible for the heart to be dam- 
aged as a result of injuries to the chest 
and certain other types of trauma. It 
is also possible for pre- existing heart 
disease to be aggravated by injuries and 
accidents. Here again only the circum- 
stances of each case can determine the 
relationship. In general the symptoms 
and signs should appear immediately or 
within a few hours after the accident to 
justify conecting the alleged heart dam- 
age with the accident, he said. 


Leads Penn Mutual Women 

Eleanor Young Skillin of the James 
M. Royer agency of Penn Mutual, Chi- 
has just returned from the home 
she attended a meeting of 
the agents’ Cooperative committee. Mrs. 
Skillin became a member of this com- 
mittee, appointed by President John A. 
Stevenson as an advisory council, as an 
award for leading all women producers 
of Penn Mutual in 1941. She has been 
with the Royer agency since 1932, dur- 
ing which period she has maintained a 
high production record. 


cago, 
office where 





Williams to Inter-State 


George R. Williams, for several 
years agency supervisor in the Dewey 
R. Mason agency of Aetna Life in 


Syracuse, N. Y., has become superin- 
tendent of agencies of Inter-State 
Business Men’s Accident of Des Moines. 

Mr. Williams has devoted 14 years 
to life and accident insurance produc- 
tion in central New York and is recoe- 
nized as one of the most capable train- 
ers of accident salesmen in that 
territory. In association with President 
Robert A. Brown, he will be responsi- 
ble for his company’s accident produc- 
tion in 22 states. 





Holgar J. Johnson, president of the 
Institute of Life Insurance, spoke at the 
20th anniversary meeting of Phi Alpha 
Theta, national historical society, at the 
University of Pittsburgh, describing the 
part history plays in enabling manage- 
ment to properly appraise the long term 
value of temporary popular current opin- 
ion. He cited the recurrence of popu- 
lar vogues for term insurance and other 
historical developments in the life insur- 
ance field. Mr. Johnson was first presi- 
dent of the society when it was founded 
in 1922 and is now a trustee of the Uni- 
versity of Pittsburgh. 
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Tedvocwebiaiie Mortality 
Reached New Low 
in 1941 Statistics 


The Institute of Life Insurance finds 
that deaths from tuberculosis among 


4 4 policyholders decreased again in 1941 to 
be reelected as one of the insur a new all time low. It is estimated that 


ance directors of the U. S. Cham- 22,750 policyholders died from this cause 
ber of Commerce at its annual in 1941, compared with 23,790 in 1940. 
meeting in Chicago next month. The Institute says: 
The other insurance director is The reduction in tuberculosis deaths 
President John M. Thomas of the sustained since 1900, when they were five 
National Union Fire. John L. times today’s death-rate from this cause, 
Train, president Utica Mutual, represents an important saving in life 
Utica, N. Y., is chairman of the which partly offsets the increases from 
insurance committee and will pre- such causes as heart disease, cancer and 
side at the meeting of the insur- automobile accidents. 
ance section during the week of It has been estimated that 1941 deaths 
the annual meeting. among policyholders would have been 
more than 50,000 greater from tubercu- 


Carl N. Jacobs Slated for 
U. S. Chamber Reelection 


Carl N. Jacobs of Stevens Point, 
Wis., president of the Hardware 
Mutual Casualty, will undoubtedly 
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losis alone, if the 1920 death-rate had 
still applied, and they would have been 
more than 100,000 greater, had the 1900 
death-rate still applied. 
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R. E. Myer, manager Mutual Life of New York, New York City; and Claney D. 
Connell, general agent Provident Mutual Life, New York City, and trustee of the 
National Association of Life Underwriters, at dinner of New York City Life Under- 
writers’ Association which followed the annual sales congress. 


Miss Beatrice Jones, Equitable Society, president of the New York City Life 
Underwriters Association, and M. A. Linton, president Provident Mutual Life, who 
addressed the association’s sales congress. 


i Ae a en: 


1e W. Watson House general agency in Hartford was awarded New England 
Mutual’s President’s Trophy at a special observance. Left to right: H. E. Parker. 
Robert Brainard, supervisor; vice-president George L. Hunt, Miss Hilda Pianta. a 
Joseph Cavanaugh, Karl Stremlau, L. D. Webber, General Agent House, Miss Doris V. P. Whitsitt, manager Life Presidents Association, and J. E. Bragg, manager 
Buell, Albert Scripture, supervisor; Kenneth Robinson, agency leader; Miss Loretta Guardian Life ef New York, New York City, at the New York City Life Under- 
Merckel, E. E. Tarkness, President George Willard Smith, G. J. Levin. Howard 
Wheale, Miss Edith Crickmore, Ernest Kirby, Miss Edith Eisenberg. C. R. Lake and 
Robert Brewster. 


writers’ Association dinner. 


At the speakers’ table when the Pryce M. Haynes, Huntington, W. Va., avency 
Bankers Life of Des Moines, celebrated its third straight year of leading all Bankers 
Life agencies in percentage of gain in life insurance in force. 

The celebration took the form of a “Vietcry Dinner” in Huntington with all 
members of the agency participating. Left to right, are: Mrs. Haynes; E. P. Kern, 

Russell Harriman (right) has resigned as secretary of Pacifie Mutual to enter the assistant superintendent of agencies; Mrs. E. B. Willingham, W. F. Winterble, director 
general agency field in Pasadena, Cal. H. S. Dudley (left), vice-president and of agencies; Mr. Haynes; Mrs. Winterble; Doctor E. B. Willingham, pastor of the 
treasurer of Pacific Mutual, now becomes secretary as well. Fifth Avenue Baptist Church; and I. Edward Optekar, regional group manager, 
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You Must Have NEW UP-TO-DATE 
Facts and Figures for 1942! 


Never before has new up-to-date information on rates, reserves, 
values, options, costs, etc., been so important to the life underwriter. 
Sweeping changes have already been announced by the Metropolitan, 
the Prudential and many other important companies. The whole 


picture of life insurance facts and figures is completely changed! 


You Must Be WELL PREPARED! 


very underwriter has those unpredictable occasions when some 
little fact or figure, if available at the right moment, will close the sale. 
There will be many more such situations this year. Thus it is highly 
important for You to be well prepared at all times. 


Be Sure You Get The NEW “LITTLE GEM” for 1942! 





Some Important Features 


Settlement Option Incomes in detail—for 
both Current Contracts and for Old Con- 
tracts—covers back to 1910. Over 300 in- 
dexed tables. 

Cash Values, including at “retirement 
ages”-—55, 60 and 65. Covers over 1000 
ordinary contracts. Also gives the In- 
comes Payable from these values. 

Special Programming Section of some 60 
pages—one-third more than any other. 
Annuities—Immediate and Retirement. 
Juvenile Insurance—Rates, Values, Payor 
Rates, etc. 

Rates of Interest Earned—also Rates 
Payable. 

“Direct-Reading” SOCIAL SECURITY 
benefits. 

Policy Provisions and “Practice” (for 
over 150 companies). 

Premium Rates at All Ages (for over 2700 
contracts). 

Disability & Double Indemnity & Term 
Rates. 

“Net Cost—Net Payment” Illustrations 
with detailed summaries. 

The details on “Special” Contracts. 
Supplemented weekly by The National 
Underwriter. 


(It definitely gives MORE on ALL Important Subjects) 


Preparedness is most essential today, for all salesmen who hope to 
succeed. To meet the new situation caused by all these important 
changes, your most effective pocket reference book is the new 1942 
“Little Gem”. Not only does it provide all the answers available from 
ordinary reference books, but it also contains many extra features that 
are important to you. 


‘or forty years the Little Gem has led the field in giving the most 
for the money. It has originated most of the more useful illustrations 
of life insurance facts and figures—such as its exclusive and very 
helpful showings of the INCOMES PAYABLE UNDER SETTLE- 
MENT OPTIONS for practically ALL CONTRACTS ISSUED 
SINCE 1910—a very large portion of all life insurance in force today. 
Furthermore, it includes some 60 extra companies, gives rates on 
over 800 contracts and values on some 350 more contracts than its 
principal competitor—and that’s approximately 50% more. And the 
Little Gem’s special programming section consists of 60 pages—much 
more than any other book provides. Even so, it costs no more. 


Take Advantage of Its EXTRA VALUES 


Order Your NEW 





Special ‘‘Club Rates’ to All Agents 


Rush as soon as ready, (April), at my “club rate” 
copies New 1942 “Little Gem” 


(details on your ‘‘club rate’’ on request) 


WAR CLAUSES—special treatment, up- 
to-date at time of delivery. 


Financial and Business Reports—20 dif- 


1942 “LITTLE GEM” 
ferent items for some 225 companies—for 


four years. Tcday—Use this coupon —> 


Get the Most for Your Money 
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Over 70OO Pages of UP-TO-DATE Facts and 
Figures That Help Sell LARGER Policies! 
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